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Patients Benefit, Too! 


Unexpected medical expenses can play havoc with even the 


most carefully balanced budgets. For this reason, patients 
often need help with financia Ss as well as physical iils 
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Thousands of physicians, dentists and hospital administrator 


throughout the United States, Canada and Puerto Rico are 


turning over their past-due accounts receivable for Medica 


Credits service. They know this efficient, ethical highly 


specialize d service is designed to collect such accounts and 
to maintain patient goodwi And handling past-due a 
ounts with a third party avoids embarrassment for the 
patients. They feel free to go to the doctor's office fo 
ore when necessary. These nts return to qood health 
both physically and financia 
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HERE IS A PRACTICAL AND USEFUL BOOK ON BUSINESS LETTER WRITING 


Especially Designed for Consumer Credit and Collection Correspondents 


By WALDO J. MARRA 


NRCA’s Field Lecturer in Letter Writing Techniques, 
Noted Author and Correspondence Consultant 


How to Streamline Your Setters 


. Importance of the business lette: 


; PLUS ... ENGLISH AND GRAMMAR 
Planning the letter. 


Beginning the lette1 Valuable guidance in correct use of words, punctua- 


Contains: 


lelling the story of the letter tion, spelling, and format of the letter. 
Ending the letter a : 
Shensecleay andi diction PLUS .. . Several original letter examples which 


Inter-Company correspondence may be used in actual credit and collection situations. 
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PLASTIC COMB 


BINDING 
90 PAGES 


PRINTED BY OFFSET 
PROCESS 





PRICE ONLY $2.50 POSTPAID 


Here is a book which will enable even beginners in the field to WRITE LETTERS TO GET RESULTS 
AND BUILD GOOD WILL. 


Reading this book will make sure that every letter mailed from your office will be a 
SALES letter. The slight cost of the book makes it possible to give a personal copy 
to all those in your office with responsibility for writing letters 


MAIL THIS COUPON TODAY! 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Avenue, St. Louis 30, Missouri 








Please send me copies of HOW TO STREAMLINE YOUR LETTERS, at $2.50 per copy 
Name Address 
City * Zone 


Check enclosed Mail bill 
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Four Good Reasons— 


—Mr. Manager of Credit Sales, why you should be using this 
new revised Application for Credit: 


» Designed for you by outstanding authorities E> Helps your Credit Bureau prepare report by 


who are N.R.C.A. members. providing all necessary information. 


y Gives you the important information to proper- a } Your customer will appreciate the ease and 


ly evaluate the account. speed of the interview. 


Size 6” x 9”, 100 to the pad. 
100—$1.50, 500—$6.00, 1,000—$10.00 
Postage is extra 
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What the 
Economy Needs 
Is a Good Shot 

Of Consumer 


Optimism! 





=acditorial 


N MY TRAVELS throughout the country, the question most frequently asked and one 

which is uppermost in the minds of credit executives is “When will this recession 
bottom out and business activity return to normal?” This is a good question but even the 
most qualified economists are not entirely in agreement on this matter. 


Recently, representatives of the President's Council of Economic Advisers appeared 
before the Joint Economic Committee of Congress to outline the Administration’s program 
which it is confident will end the recession and start the economy on the way to recovery 
by mid-year, or earlier. 

Dr. Walter W. Heller, chairman, Council of Economic Advisers, discounted inventory 
build-up as a possible source of expansion during the first half of the year. Rather, he 
expects the push to come from the increased government spending and from increases in 
consumer spending now provided in such programs as extension of unemployment insur 
ance, speed-up payments to farmers, early payment of G.I. insurance dividends, and 
accelerated contract letting. The economist stated that he is watching for a rise in retail 
sales as an early indicator that the consumer has re-entered the market place. 


The fact that the “New Frontier” program recognizes consumer purchasing powe! 
as a dominant factor in our economic recovery is indeed encouraging. In the past decade, 
consumer expenditures have fluctuated within the fairly narrow range of 92 to 93 per 
cent of disposable personal income. The consumer tends to spend a rather constant 
proportion of his after-taxes income and deviates from this pattem only in special situations 
such as adverse business conditions, or to modify his purchasing pattern for goods, particu- 
larly durables. He normally saves four to five per cent of his income. In periods like the 
present, his natural tendency is to withdraw from the market place, pay off existing obli- 
gations, and increase savings through the postponement of purchases 

The Survey Research Center, University of Michigan. noted that its Index of Con 
sumer Attitudes and Inclination to Buy, reflected the lack of consumer optimism early 
in 1960. The Index dropped from 99.3 in January-February, 1960 to 91.7 in May, 1960 
We should note that several economists date the beginning of the present recession 
to be about June, 1960. The Index recovered somewhat following the Presidential election, 
to 93.1. The Federal Reserve Board’s survey of consumer attitudes made during January, 
1961 indicated only a slight increase in consumer intentions to buy during the next six 
months when contrasted with. the same period in 1960. 

Then, what can we as consumer credit granters expect from the consumer in the remain 
ing nine months? There are several hopeful indicators. Personal income in 1960 was 5.5 
per cent greater than 1959 and continues to hold up in 1961. Savings have increased until 
they are approximately seven per cent of personal income. At the same time, the average 
consumer has been paying off instalment obligations without incurring many new ones 
We know from past experience that the average consumer is the best manager and judge 
of his own affairs. When his confidence in his own economic future and that of his 
country is restored, he will re-enter the market place and buy. 

What America needs today, more than anything else, to get business on the road to 
recovery, is a “good shot of consumer optimism.” 


LS When A. Bloke. 


Executive Vice President 


NATIONAL RETAIL CreEpDIT ASSOCIATION 
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5 pun FACT that sellers use consumer credit as an 
accepted tool in the distributive process does not 
necessarily defend its use from a broad economic and 
social viewpoint. Charges have been made that wide 
use of credit can produce serious complications in 
our economy and to individual consumers. A brief 
review of the effect of credit on the economy and the 
individual coupled with an examination of 31 years 
of consumer credit activity serve as a basis for evalu- 
ation. 


It is contended that consumer credit, as a part of 
all credit, is both a cause and an effect of economic 
activity. Credit is a causative force that can stimulate 
income, employment, and production. When _ busi- 
nesses anticipate sales in excess of present abilities 
to deliver they expand productive capacities, employ- 
ment, and inventories. The expansion is frequently 
financed by use of credit. Of more importance is the 
effect such decision has on other businesses. Orders 
are placed for goods, services, and frequently capital 
assets. Thus other firms are encouraged to expand 
activity to make delivery. The net effect of this ex- 
pansion is stimulated business activity which creates 
added goods, services, and income for business houses 
and employees. The reverse of this activity causes 
contraction of the level of business activity and in- 
comes. When business men feel that sales opportuni- 
ties are lessening, activity is decreased causing em 
ployment, income, and production to decline. 

That consumer credit is a part of this process is 
evident. The degree of influence of consumer credit 
in the process, however, is not as certain. To the 
extent that merchants and producers anticipate con- 
sumer buying action and expand economic activity, 
consumer credit plays an important role in the level 
of economic activity. But it is doubtful that consumer 
decision is independent in itself. Rather the consumer 
attempts to judge the economic environment in the 
light of business and political forecasts. If the general 
outlook is favorable, and he foresees sufficient income 
to meet a credit obligation and purchase other goods 
normally required during the life of the debt, the 
consumer will use his credit. In brief, the consumer 
relies on the degree of business and political optimism 
to predict income size and certainty as requisite in 
determining whether he should use credit. 

For this reason one authority’ contended with con- 
siderable logic that consumer credit was not a major 
income creating force in our economy. Rather the 
net change in consumer credit from 1929 to 1940 was 
responsible for a maximum increase in income of 3.5 
per cent in 1936 and 1940 and a maximum decrease 
of 4.4 per cent in 1932. 

Perhaps the most common indicator of the import- 
ance of this credit is its quantity stated in terms of 
consumer debt outstanding. This measure gives an 
insight as to acceptance and use. Consumer debt out- 
standing is traced in Chart I for the period 1929-1960. 
The numbers alone are impressive. The total debt 
increased from 6.4 billion in 1929 to 53.9 billion in 
1960, a change of 742 per cent. Even more dramatic 
was the rise in credit from 1944 to 1960. Wartime 
controls of credit and allocation of goods caused con- 
sumer credit to drop sharply, but by the end of 1944 


1 Gottfried Haberler, Consumer Instalment Credit and Eco- 
nomic Fluctuation, New York: National Bureau of Economi 
Research, 1942, pp. 146, 150-151 


CREDIT WORLD April 1961 





Dollars 
(in billions 


CHART I 
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From 1944 to 1960 
to 53.9 bil 


a change of 955 per cent 


denced by the slight rise in debt 
consumer credit debt increased from 5.1 
lions of dollars. o1 


The composition of consumer credit is shown also 
in Chart I 


throughout the period 


Instalment credit was the largest portion 
but it changed substantially 
during the 31 vears. In 1929 instalment debt repre 
sented about one half of the ‘total, and after the first 
three depression vears in the 
1940 accounted for 
66 per cent of the total, indicating that this form of 


credit was of increasing importance in the buving and 


1930's its growth was 


resumed. By instalment credit 


selling of consumer goods. Except for the war vears 


this trend continued upward and by 1960 it composed 
78 per cent of the total 
Although the 


other segments of consumer debt 
have increased during the past 31 vears, thev have 
done so to a smaller degree 


1929 and 


238 per cent 


For example, between 
1960 charge account credit has increased 
while instalment credit increased 1,216 
per cent. The growth of all other consumer debt has 
been of about equal magnitude to the charge accounts 
however, in recent 


vears service credit is becoming 


more important and is largely responsible for th 
shown in Chart I to 


1944 


credit alone 


classification of “Other Income 


exceed charge accounts since 


The movement of consumer does not 
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indicate whether its behavior has been normal. Com 
parisons with retail sales and disposable personal in- 
come provide a basis for qualitive judgment of credit 
movement 

From the year 1929 until 1960 retail sales moved 
18.4 billion to 218 billion dollars, 


350 per cent 


from a change of 


During this same period consumer debt 
increased 742 per cent. These figures indicate that 


consumer credit increased by more than twice 


the rate of 


more clearly in Chart I] where 


Was 


retail sales. This relationship is shown 
it is demonstrated that 
moved cent of retail 


consumer debt from 13.2 per 


sales in 1929 to 24.5 per cent in 1960. This compari 
son shows that as consumer credit was becoming a 
more commonly accepted means of purchasing goods 
buvers and sellers permitted debt to increase from 
17 days in 1929 to 88 days of sales 
unpaid at the end of 1960. 


Another qualitative measure is the comparison of 


an equivalent of 


consumer debt with disposable personal income 
Chart 
III shows the remarkable growth of per capita dis 


the amount of income after taxes are deducted 


posable income and consumer debt during the past 
31 vears. Except for the depression years of the 1930's 
and the World War II period, per capita debt in 
Between 1929 and 1960 per capita 


income rose from approximately $682 to $1995 and 


creased steadily 


consumer debt increased from $53 to $297 
Chart IV shows the percentage trend of consumet 
This 


comparison focuses more sharply the relationship of 


debt to disposable personal mcome per capita 


the two and shows that the percentage of debt to 
1929 to 15.2 in 1960 
The trend established prior to World War IL was 


resumed in the post war vears, and it is noted that 


income increased from 7.7 in 


the consumer has been increasing his debt at nearly 
the rate ot one per cent ot year 
1945. At the end of 1929 the consumer had pledged 
2S davs ot 


chases and by 


mcome pel Since 


future income for short term credit pu 
1960 he 


future income for like purchases 


had committed 55 days of 


The movement of consumer credit is often 
ured in terms of one or all of the following: 1) cur 
rent dollars, (2 


meas 


adjusted or constant dollars, and (3 


relatives, or the percentage relationship of. credit to 
CHART II 
PER CENT OF CONSUMER DEBT TO RETAIL SALES 
1929-1960 





other factors such as income and sales. Use of current 
dollars shows great changes in magnitudes of con 
sumer credit, disposable personal income, and retail 
sales over the past 31 years. The analyst views the 
impressive record and may be tempted to judge 
whether credit growth has been normal. excessive 
or not large enough 

Some would adjust the figures by price indexes 
and consider the change in terms of constant dollars 
For example, Department of Commerce and Federal 
Reserve statistics can be used to adjust consumer debt 
to show that the increase from 1929 to 1957 was 311 
per cent rather than an unadjusted change of 60S 
per cent. Price adjustment reduces the difference 
between early and current years included in the 
trend, and it is shown that sales, income, and debt 
have not changed so extremely in terms of the pul 
chasing power of a base vear dollar. Such adjustment 
was not used in this article, because it was believed 
that the significance of the change was more closely 
related to current dollars with which obligations are 
satisfied 

Of greater importance than either current or con 
stant dolla comparisons 1s the use of percentages to 
examine the relative position of credit to other factors 
It is shown in the charts that consumer debt increased 
at a faster rate than retail sales and disposable pel 
sonal income, particularly in the past 15 vears. It 
seems appropriate for those interested in evaluating 
credit to examine the relatives and judge whether 


too large a percentage of retail sales is unpaid, too 
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CHART IV 
PEFR CENT OF CONSUMER DEBT TO DISPOSABLE 
PERSONAL INCOME 
1929-1960 


. ee 


great a portion of current income is being devoted 
to debt pavment and too great a portion ot future 
income is mortgaged for goods and services now being 
used and consumed 

Just as the trend of credit growth is important so 
are the facts as they relate to the role and theory 
of consumer credit discussed earlier. Examination of 
the charts relating debt, income, and retail sales re 
veals that all of these factors have moved with cvclical 
variations 

It is noted in examining Chart | that consumer 
credit moved with the major depression of the 1930's 
and the recession of: 1937 aad 1957. The movement 
of instalment credit with the level of the economy 
is more dramatic than other forms of Consumer credit 
because of the size of commitments and necessity for 
evaluating adequacy of future income over a longer 
period of time Chart IV reinforces the theory that 
the use of consumer credit is largely a function of 
mcome As income increases or decreases consume! 
credit will be used generously or sparingly. The 
record of recent vears shown in Chart II] demonstrates 
that as income increases the consumer is willing to 
commit larger percentages of future income to meet 
ing obligations for credit purchases 

\s consumer credit commands greater shares of 
income and re presents unpaid but consummated sales 
those concerned with the state of the economy enter 
tain the feasibility of controlling credit volume. Gov 
ernment action to limit credit transactions is viewed 
is an economic stabilizer in inflationary times, and 
government action to liberalize credit supply and 
terms is directed toward the goal of stimulating the 
economy. To the extent that consumer credit causes 
economic fluctuation such action may be justified, if 
combined with similar action to stimulate or depress 
other factors of equal and greater influence that affect 
the level of economic activity 

Unfortunately such action can not consider the 
effect on individuals kor example the charts show 
well the decline in credit during World War Il. Regu 
lation W served as a rationing device. It permitted 
those most financially able to command goods and 
eliminated those of lesser means with no apparent 
evaluation of relative need for the scarce commodities 


Although few would disagree with the reasoning 
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that government should be concerned with the eco- 
nomic welfare of the country and the influence of 
consumer credit, it is difficult to agree when correc- 
tive action should be instituted by government. The 
courses of action are based on value judgments con 
cerning the seriousness of change in credit volume 
and debt. At times when there may be a consensus 
of opinion that intervention is desirable, there is still 
some reservation based on the propriety of that 
action as it applies to individual groups of consumers. 
It may be demonstrated, for example, that total credit 
volume has grown to a danger point and reduction 
would be generally desirable. Any action to reduce 
the credit volume fails to consider that: (1) some 
groups owe nothing or are not overindebted and are 
in a sound position to use their credit, but they will 
be prohibited from using it as more stringent supplies 
of credit and terms of sale are imposed, and (2) those 
individuals who are overindebted are not provided 
with a solution to the problem of liquidating their 
obligations. 

It is also observed that during the recession of 
1957 and 1958 action was taken by the Federal Re- 
serve System to liberalize the supply and terms of 
credit and thus make its use more attractive. The 
first six months of 1958 were disappointing in that 
neither business men nor consumers were eager to 
convert the opportunity into greater consumer credit 
volume. Again the proposition that the use of con- 
sumer credit is dependent upon the size and certainty 
of future income is supported, and it may be of 
greater significance than the manipulation of supply 
and terms. 

The individual merchant views credit as one of 
many services offered to customers. He must select 
those services which will best fit his customers needs 
and in so doing maximize sales and profits. In making 
the selection he considers maximization of consumer 
and merchant benefits by offering credit terms on 
certain types of goods to specific classes of customers. 


The merchant should study local economic condi- 
tions to establish meaningful policies and = current 
house standards for judging risk. He should examine 
the national trends and evaluate the significance of 
credit as a force upon the economy. Although the 
merchant can not control economic conditions and 
the national level of credit, he must make assumptions 
about them as he plans sales volumes for future 
periods. The combination of unfavorable economic 
conditions and stringent control of credit may cause 
the merchant to reduce his sales forecast and tighten 
the house standard for judging credit risk, while a 
favorable economic outlook and liberal credit policy 
may cause the opposite action. 

Finally, the individual merchant is confronted with 
the necessity of evaluating the consumer as a specific 
risk and potential buyer. The credit decision remains 
an individual one in which the buyer is evaluated 
for the life of the account. Only by careful assembly of 
the facts, judgment of these facts as to willingness 
of the risk to repay, and measuring ability to repay 
by matching expected income with other debt and 
normal expenditure during the credit period can the 
seller reach a sound decision. As economic conditions 
change the seller should reevaluate his policies and 
methods for judging the risk’s character, capacity 
and capital position and relate them to a realistic and 
current house standard. 

The theory is supported by facts and logic applied 
to the national level of credit. Also social and eco- 
nomic judgments of the volume of credit and_ its 
relationship to income and retail sales are applied at 
the national level. The broad figures do not apply 
to specific markets or transactions. When the welfare 
of individual consumers is considered there may be 
merit in judging the propriety of credit as does the 
merchant in (1) establishing house standards related 
to pertinent economic conditions of the market area 
and (2) evaluating each customer's ability to use 
credit. Lefeiel 
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NASSAU POST CONVENTION TOUR 


LEAVE MIAMI — JUNE 8th FLIGHT 403 1:15 P.M. VIA PAA 
LEAVE NASSAU — JUNE 10th FLIGHT 408 6:45 P.M. VIA PAA 
INCLUDING: ROUND TRIP AIRFARE, BRITISH COLONIAL HOTEL, SIGHT-SEEING 


TWO MEALS PER DAY — $87.50 PER PERSON 
WITHOUT MEALS — $73.50 PER PERSON 


ENCLOSE DEPOSIT, $10.00 PER PERSON FOR DEFINITE RESERVATION 


2921 Collins Avenue 


Miami Beach, Florida 
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Tips for Business 


Vice President, 


‘HAT IS IT that brings suc- 
cess in life to one man and 
to another? 


mediocrity or failure 


It can't be mental ability alone— 
there isn't the difference in our 
mentalities that is indicated by dif- 
ferences in performance. 

The man who makes twice as 
much money as you do does not 
necessarily have twice your brain 
power. An executive who 
$50,000 a 
ten times smarter than a 
is $5,000. 


that intelligence is 


earns 
year is not necessarily 
person 


whose Granted 


salary 
important in 
business, this factor alone does not 


insure success. 


Nor is success solely a matter of 
luck. In analyzing the lives of suc- 
cessful men, “being in the right 
at the right time” seldom 
played a_ significant role. Most 


often the successful men were re- 


place 


sponsible for making their own 
breaks. 

Marrying the boss’ daughter has 
traditionally been touted as a sure 
route to success. This is probably 
because the boss’ daughter is as 
sharp as Dad and unconsciously 
picks a man who can one day fill 


his shoes! 


into the business” 
can be helpful, too. 
really the success. 
Thomas J. Watson, Jr., President of 
International Business Machines 
Corp.., stated that, 
“I was very careful in the selection 
father.” But, even without 
his famous father, Mr. Watson, Jr.’s 
success was virtually assured by his 
own ability. 


Being “born 
But this is not 


answer to 


once modestly 


of my 


It is, perhaps, fortu- 
nate that all sons are not as good in 
this 
country’s business might be run by 
a few hundred families. 


business as their fathers—else 


The route to success in business 


is not an easy one, but there are 


certain traits common to all suc- 


cessful men, and certain actions 


Please Mention 


JAMES M. JENKS 


(From Inspection News, Retail Credit Company) 


which all successful men have tak- 
en from time to time as they were 
climbing the ladder. You can apply 
their ideas and materially speed 
your progress. 

First, in ‘trying to forge ahead in 
business, take the initiative. Do not 
wait for your company or your boss 
to tell you what you should do to 
qualify for promotion. In a recent 
survey of middle management ex- 
ecutives, more than 58 per cent of 
them stated that they 
told, even in a general way, 


had not been 
what 
was expected of them to qualify for 
advancement. Responsibility for 
the development of yourself and 


Make no 
the millions of 


your talents is your own. 
mistake about it, 


Success 


Alexander Hamilton Institute, New York, New York 


dollars spent by business to train 
its young executives is not spent 
lightly. Unless you have shown a 
great deal of initiative you will not 


likely be 


training. 


selected for executive 

There are many ways to take the 
initiative developing your tal- 
ents, including evening courses at 
universities, correspondence 
courses, public speaking courses, 
executives reading programs, and 
carefully selected reading. 

Tied with the subject of tak 
ing the initiative, is to accept re- 
sponsibility eagerly. In fact, 
should seek additional responsibil- 
ity if you are 


you 


serious in your de- 


sire to become successful as early 
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900 COLLECTION LETTERS 
—THAT BRING IN THE MONEY!— 





Ready-to-use for Quick Results 


HERE'S HOW TO PULL IN THE CASH—get the 


slow poys'’ off your books 


without wasting time and money! Send today for ao Free-Examination copy of 
the greatest group of credit and collection letters ever put between the covers 


of a single volume- 


Complete Credit and Collection Letter Book 


by JOHN D. LITTLE 


Each and every one of the 500 letters in this new book has been thoroughly 


tested and proved successful 


with slight variations 


vary your approach 
you AT ONCE 


to fit your particular needs 
letters, as well as complete series 


Each one is ready for you to use ‘‘as is’ or 
You'll find individual 
dozens of openings and ‘‘hooks’’ to 
techniques and ideas ready to go to work for 


Just a hint of the gold-mine of ideas you'll get: 


© simple 





TESTED AND PROVED 
SUCCESSFUL IN 

ACTUAL USE 
Remember, all these suc plies 
cessful letters ora ready for **first 
you to use at once ond poyments 
one could easily be forceful 
hundreds of do!lors to 
not only in in- 
creased collections, but in 
time ond effort Veteran 
credit men are enthusiastic 
in their praise of the *‘Com- be in your work? 
plete Credit and Collection 
Letter Book."" George J 
Schotz, Vice-President of 
Commercial Factors Corporo 
soys This book not 
know-how,’ | 

makes available 
new credit ond 1 

collection ideas." And W 
R. Dunn, General Credit | 


letters 


as uncollectible 


and Collection 


N 
Maonoger of General Foods _— 


Corporation, says "This 
book is full of the how-to 
do-it of making your letters 
humon, tactful ond effec- 


Address 
City 


tive." return privilege; 











**hook"’ thot 
brings in an 89% response— 

collection series that gets speedy © dozens of fresh 
results from bad risks— the 
successful 3-stage letter that ap 
increasing 


collection 


one-shot"’ 
collect accounts 


10-DAY FREE TRIAL! 


Mail the coupon below for 
of the book today! 


r— — —MAIL THIS COUPON NOW- — — - 
PRENTICE-HALL, 


Please send me a Free-Examination copy of the 
Letter 
$5.95 plus postoge or return the book and owe nothing 


Inc., Dept 


© successful ways to collect from 
non-profit organizations— 
variations on 
tiresome pleose remit 
theme 


pressure 14 3 ways to calm down customers 
that bring in 


dunned for bills already paid 
letters to hronic discount 
letter used chiselers 
charged off 5 letters to 
checks have 


customers whose 


bounced 


Why not see for yourself how tremen 
dousty helpful these great letters con 
o Free-Examination copy 


‘ 
5131-E1, Englewood Cliffs, N. J | 


Complete s- 
Book." Within 10 days | will either one 


Zone State 


SAVE! Send $5.95 with this coupon and we will poy postage Some | 
refund guvoranteed 


—_ an a» Gp ab a» oe ao oe wma ew a 
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in life as possible. 


Another trait which you must de 


velop is the ability to make quick 


and accurate decisions. It is easy 
to say, “Get all the facts, then make 
the decisions,” but business does 
not always give opportunities to 


ma k c 


Frequently an immediate decision 


prolonged — investigations 
is of more value than one reached 
atter weeks of consideration 
Which brings up the question of 
familiar with the 


getting more 


functions of business. Young men 
today are faced with increasingly 
complex business — organization. 
You should study the fundamental 
principles of business and practices 
of management, but this should be 
done in an organized way. 
Broaden your interests outside 


Almost all 


of you enter the business world as 


of your own specialty. 


specialists or you are made special 
ists soon after you take your first 
job. Such specialization is neces 
sary in the beginning because it 
enables you to concentrate on one 
area and become a genuine expert 
in that area, 

As you progress into manage 
ment, the disadvantages of special- 
ization become more apparent and 
the need becomes one of being a 
generalist rather than a specialist. 

Here is where the man can 


shine who understands the lan- 





for all N.R.C.A. MEMBERS. 


KEN ROPP 


Miami, Florida 


Miami Beach. We have arranged a 10% discount 


Regardless of whether you travel to Florida by air 


to meet you upon arrival by simply contacting 


Morse-National Car Rentals 
Miami International Airport 


New cars of all make S and mode ls are available 24 hours a 
day in the new Miami International Airport with econom 


ical prices beginning at $23.09 per week plus 9¢ per mile 


guage, problems and viewpoints of 
these people in other departments. 
If you can “communicate” with 
these other people, get the job 
done with their help and coopera 
tion without any inter-departmen 
tal strife, you can really stand out 
in the crowd and draw manage 
ment’s attention 

These things cannot be accom 
plished without ambition. The 
prime factor in the common dis- 
parity between a man’s promise 
and his performance is ambition 
tempered by a real desire to pro 
mote the best interests of the on 
ganization. It is significant that the 
vast majority, nearly 82 per cent 
of middle management men are of 
the opinion that the best route to 
success is to stay and progress with 
one company 

Of course, every individual must 
decide for himself if his present 
job can lead to success. If it can 
not, on honest evaluation, then he 
should seek a company where he 
can move ahead. 

One final guidepost to success 
needs to be mentioned. Responsi 
bility carries risks. If you are going 
to become a top executive, you 
have to take a few chances. Men 
who never “stick their necks out” 
are not leaders. Taking chances 
applies not only to decisions vou 


might make in your present job but 


CONVENTION TRANSPORTATION 


We have selected MORSE-NATIONAL CAR RENTALS 


as official car rental agency for our convention in 


Rambler American Sedans Per Day 


Standard Shift 


Corvair, Falcon, Comet, Valiant 
Tempest and Rambler Super Sedans 
Standard Shift & Radio 


; : Automatic Shift & Radio 
or train, you can arrange for the car of your choice 


Ford, Chevrolet Convertibles 
Automatic Shift, Power 
Steering, Radio 


Automatic Shift 


Sports Cars—MG and Triumph 


Buick Special—Oldsmobile F-85 
Automatic Shift & Radio 5 LO 


Ford, Chevrolet Sedans 
Automatic Shift, Power 
Steering, Radio 


Add $1.00 per dav on rental less than 5 days 


also to opportunities your organiza 
tion may offer elsewhere. One man 
was making slow but steady pro- 
“ress as an engineer. Suddenly his 
company offered him a chance to 
become marketing manager—a field 
which was completely foreign to 
him. He accepted the challenge 
and is now on his way to becoming 
a vice-president of a major manu 
tacturer 

Another man was comfortably 
established in a well-paying posi- 
tion with a large firm and turned 
down a transfer to the West Coast 
because he was afraid to take a 
chance in a new part of the coun 
try. He still has the same job, but 
the man selected to go in his place 
now is a branch manager at more 
than twice the income. 

These are guideposts you can 
use to help yourself become suc- 
cessful. Take the initiative in devel 
oping your business talents. Accept 
responsiblity eagerly. Learn to 
make quick and accurate decisions. 
Study, in an organized way, the 
fundamentals of business. Broaden 
your interests outside of your own 
specialty. Temper your ambitions 
with a real desire to improve the 
organization and identify yourself 
with the aims and goals of vou 
Finally, be 


take a chance. 


company. willing to 


Pave the wav to 


he Ip vourself to success. e's 





Per Week Per Mile 
$3.50 $23.00 Ge 
£50 28.00 O9« 


28.00 O9e« 
33.00 10« 


38.00 10 


7.50 18.00 10«¢ 


Air-conditioned Cars: Add $2.00 per day, plus .01¢ pei 


less of course the special 10% discount mile 
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Comprehensive Credit Management 


In the Dental Office 


PAUL E. JAFFEE, D.M.D. 


° Bronx, New York 


i ee HAS LONG BEEN a 
need for a complete credit pro 
gram that is applicable to any office 
without office 


changing routine 


procedure. A comprehensive den- 
tal office credit program will con 
siderably augment dental income 
through simple, easy, self-operable 
procedures. Such a program will 
not change the dentist's mode of 
practice. It will enable him to pre 
sent to his patients a wider range 
of payment procedures than have 
previously been used in most den 
tal practices. Such procedures are 
easily adapted to the patient's 
economic status and in no way in- 
terfere with normal office routine 
Within the dentist’s normal scope 
of operation this will mean more 
dentistry for more people and ad- 
ditional income for the dentist 
Many books have been written, 
courses given—all with the inten- 
tion of helping the dentist in so far 
as the use of credit in his office is 
concerned. There is no set rule that 
can be followed. They are diverse 


and require individual analysis 


There is a definite need for special- 


ists to re-evaluate office practices 
and help to re-orient thinking as it 
relates to the specific dental office 
College graduates in the fields of 
banking and business administra 
tion might be trained further—as 
specialists in the field of compre 
hensive dental credit management 


Perhaps the use of a reserve fund 


rhis artic le Is reprinted by special pel 
mission of The New York State Dental 
Journal, January, 1961 


as in bank-society type postpay 


ment programs) might help to 
make their services available to the 
dentist at a very modest cost. It 
might also be possible for a course 
to be 


American Bankers Association and 


jointly sponsored by the 


the American Dental Association 
whereby scholarships, fellowships 
or an advanced degree might be 
awarded to outstanding individ 
uals. In this day of dental service 
dental 


insurance programs, etc., there is 


corporations, pre-payment 
a need to develop dental special- 
ists capable of acting as consult- 
ants to industry and banks much 
as consultants in other fields. Qual- 
ified individuals are too few in re- 
lation to the problem and the need 
The personality of the individual 
dentist and his approach to people 
ure of prime importance in setting 
up such programs, and it is essen- 
tial that the practitioner should not 
have to adapt his methods to some 
one else’s preconceived ideas 
Credit is an important factor in 
our life today. No large business 
can exist without it. The consumer 
plans his purchases in advance, 
based upon the income he will 
earn. In this manner, money which 
would go into purchases in the fu 
ture is being used to feed our pres 
ent economy. Of course, the con 
sumer pays a premium for the use 
of credit, in the form of charges of 


kinds. It is 


premium Ol additional charge be 


varying when this 
comes excessive that the use of 
credit becomes disadvantageous to 


the consumer 


There is a need for dentistry to 
present a total program that will 
help the individual to obtain the 
maximum amount of dental care 
for himself and his family—and to 
be able to pay for it in a budgeted 
form, all by himself. (Control of 
such a program must, of course 
be supervised by the dentist either 
individually or through his dental 


society Unless credit 


programs 
are utilized, we will further drive 
more patients into union welfare 
clinics or low fee, mass produced 
with all its 


the patient may only have 


dentistry many ills 
Thus 
available to him an alternative that 
he is in no position to want—but 
also in no position to refuse. If the 
dentist continues to ignore the 
needs of the population, control of 
dental programs will pass from his 
This theme had been re 
peated often by the late Dr. J. 1 
O'Rourke, former 
School of Dentistry 


Louisville 


hands 


dean of the 
University of 
when referring to gov 
ernment controlled dental health 
programs 
Dentistry as a profession must 
meet the requirements of the popu 
lation and that at 
through the 


present ts 
proper handling of 
credit. Ideally, the stimulus and 
control should be from the dental 
society. It remains for each dental 
community to assay its individual 
credit needs. In many areas, den 
tal society sponsored credit pro 
grams have helped to stimulate the 
amount of additional dental work 
being done. This is, of course, but 


a beginning as these plans are but 
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a part of a total dental credit pro- 
gram. A total credit program should 
be capable of doubling the gross 
national dental product. 


Credit was extended for equip- 


ment and supplies to start out 
Without it 


many men would have had to delay 


offices in many cases. 


years before starting. The very 
same thing is true of the dental 
services that patients need. In 
reality, each of us has been extend- 
ing credit for years. After being in 
practice a number of years, the 
sum total of our experience in 
dealing with people should perhaps 
make us better qualified to handle 
credit than we ourselves realize. 
Office credit, properly administered 
and controlled, will enable the den- 
tist to offer his services sooner to a 
greater number of people. 

For any credit program to func- 
tion at its optimum a _ thorough 
diagnosis and case work-up are es- 
sential. The mouth should be 
meticulously gone over, not only 
from the dentist's point of view, 
but also so as to give the patient 
the feeling that he or she is not 
being rushed out of the office. The 
use of a separate business office is 
most important if at all possible. 
The use of visual aids of all types 
(models, color slides, etc.) is high- 
ly recommended. 


Perhaps the most significant 
point to be taken is that the den- 
tist must be enthusiastic about his 
presentation. He must be con- 
vinced that it is what he honestly 
believes to be right for the patient, 
and also that his fee is proper and 
just. His presentation will then be 
forceful and sincere and the patient 


will know it. 


It would be well to keep in mind 
that in dental credit management 
we must know: 


1. That there is a need for a better un 

derstanding of credit as it relates to 
the dental office. 
What the different types of credit are, 
how they basically differ, and the 
proper indications for use of each 
category. 

3. That proper management of credit will 
make certain phases of office manage 
ment more pleasant 

4. That proper management of credit will 
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help give us new ideas and a different 

outlook in regard to one phase of office 

operation. 
5. That dental office income will be great- 
ly increased 

Every aspect of the dental office 
is significant in the patient’s mind 
as it relates to a credit program. It 
is best to have the nurse or dental 
assistant handle most of the paper 
work and details. However, fi- 
nances are a very personal thing, 
which a patient may not like to dis- 
cuss with just anyone. This may 
seem like a small point, but once 
we allow basic concepts to be torn 
apart we reduce the true effective- 
ness of office procedures (and this 
is certainly true as related to the 
subject of credit management ). 

It is for the doctor himself com- 
pletely to control the office situa- 
tion as related to the management 
of credit. He is the one who will 


plan, present, and perform the 


actual service to be rendered. 


Credit Program 

He is closest to the patient and 
can therefore set the tone for a 
credit program more easily and 
readily. This facet of control of 
credit programming should not be 
placed in the hands of the nurse 
or assistant. Her part will concern 
itself with the arrangements, de- 
(with the 
having 
dentist). The 


should have created the direction 


tails, dates, signature, 


original direction come 


from the dentist 
and the idea. He should be ready 
to extend the type of credit that 
will provide the patient with the 
very best dentistry that he can pay 
for in a budgeted manner, while 
offering the dentist the greatest 
amount of security. 

No office should limit itself to 
any one type of credit operation. 
The ideal setup is an office where 
the dentist can utilize a variety of 
approaches. Diversity in operation 
would tend to strengthen the den- 
tal office from an economic point 
of view. Better utilization of our 
abilities to study the patient and 
his situation as it relates to credit 
is to our advantage. We see the 
patient at much closer range than 
do individuals in most other fields 


The dentist's ability and intelli 
gence place him in a far better po 
sition to evaluate credit risks than 
many others. The dentist has the 
capacity to manage his own credit 
program, to recognize bad risks for 
what they are, and if credit is to be 
utilized, to use the right type of 
credit for the right type of risk. 

The office that limits itself to one 
type of payment programming is 
antiquated and not truly meeting 
the needs of the times. In much the 
same manner, the dental needs of 
the individual will vary and, 
similiarly, so will his credit require- 
ments have to be suited to his sit- 
uation. It is for us to guide the pa- 
tient accordingly. The dentist has 
been trained to think primarily in 
terms of diagnosis and treatment. 
Credit planning will return untold 
dividends for little more than a few 
minutes of concentration. The den- 
tist who recognizes the relation- 
ship of limitations in procedures, 
types of patients, to payment meth- 
ods, and is fully educated to under- 
stand the philosophy and control 
of each method of payment, is the 
one who will greatly increase his 
income while helping to meet the 
needs of the population. He is the 
one best able to weather the ups 
and downs of economic cycles. 

No one type of payment proce- 
dure constitutes an efficient pro- 
gram. A total program of dental 
credit management must at least 
include three basic payment meth 
ods. 

1. Cash payments of a budget directed 
nature, 

Budgeted program 

either self or group operable 

Budgeted or postpayment program 

with service charge (with or without 


reserve funds, similar to bank-society 
type programs 


no service ch irae 


Business, whether big or small, 
needs to be re-oriented once in a 
while, to meet changing require- 
ments, and most certainly this is 
true in our approach to our profes 
sion. A more adequate method 
need never sublimate our abilities 
or experience but, rather, should 
enhance it—and we in turn are the 


ones to gain. 7 








Bring Your Problems for Solution 





FOURTEEN SEPARATE trade and professional groups 
of consumer credit granters will meet for an all-day dis- 
cussion of their particular credit, collection and customer 
relations problems at the International Consumer Credit 
Conference at Miami Beach, Florida. Tuesday, June 6, 
1961 has been set aside for this important purpose be 
cause so many of our members have demanded that we 
do SO. 

These down-to-earth problem solving sessions have 
proved to be about the most fruitful and rewarding part 
of the entire Conference. When you consider that in an 
average discussion group of 50 people, there could easily 
be at least 500 years of actual experience and business 
know-how represented, the immense value of attending the 
Conference becomes clear. No matter how serious o1 
complex your problem, it is almost certain that someone 
will be found in the group who has successfully grappled 
with one like it in the past and who will gladly give you 
the benefit of his experience. You get answers to problems 
and_ priceless professional assistance just fon the cost of 
attending the Conference 

We have asked several of the group chairmen to give 
us a short outline of their plans. Read the one covering 
your field; complete the registration blank on page 18 
and come to Miami for a refresher course in credit 
management 


National Credit Card Users 


AT THE L.C.C.C. at Chicago in 1960 this Group was 
expanded to include such comprehensive users as Ameri- 
can Express, Diners’ Club and Hilton Carte Blanche; also 
finance companies such as Seaboard and Household, to- 
gether with banking institutions issuing credit cards. This 
vear, for the first time, the Charge Account Bankers’ 
Association, who cover the bank charge plan field, will 
send representatives. Major oil companies, of course, will 
have representatives in attendance. 

Due to the alarming increase in the fraudulent use of 
credit cards and continued heavy usage after written re- 
vocation, numerous requests have been received for a 
thorough discussion of this subject. Main items on the 
agenda will include the following: 

State Legislation as regards usage of a revoked credit 

card. 

Methods of recovering delinquent, fraudulent, stolen o1 

misused cards. 

Centralized mechanization in the handling of credit 

card accounting 

Progress made in setting up centralized agency for the 

dissemination of derogatory information. 

Discussion of efficiency of reporting agencies in furnish- 

ing credit card issuers satisfactory reports. 

Representatives of all credit card issuers and credit re 
porting and collection service representatives are cordially 
invited to meet with our Group at Miami.—H. L. Miller, 
Group Chairman, The Pure Oi] Company, Palatine, Illinois 


Instalment Bank Credit 

A COMPLETE and extensive program has been de 
veloped for the all-day, audience-participation, problem 
solving, session of the Instalment Bank Credit group 

The following members have graciously accepted my 
invitation to serve as co-chairmen and discussion leaders 

Wanda Brown, First National Bank, Mason City, Iowa. 

Babe Cialone, Merchants National Bank, Fort Smith, 
Arkansas 


Jacquelyn Henry, First National Bank, Jackson, Mis- 
sissippi. 

Eugene E. Jones, Citizens & Southern National Bank, 
Atlanta, Georgia 

There will be ample time allowed during the session 
for questions from the floor and certainly there will be 
those on the panel and in the audience who have the 
answers to those questions 

Specific topics to be covered include: 

... Auto Loans and Financing — Present and future 

conditions. 

Car Market & Inventory—New, used, American com 
pact and Foreign compact. 
. Revolving Credit and Bank Charge Plans—advan 
tages and disadvantages. 
.. New Plans of Lending 
a. Educational Plan 
b. One Check Payroll Plan 
c. In Plant Banking and others 
.. Delinquency & Collections 
a. Delinquency Charges 
.. . Home Improvement 
a. FHA Title I 
b. Self-Insured Plans 
. Legislation & Controls 
a. What Is Ahead for Instalment Credit 
b. What effect will current legislation have on our 
operations? 

In view of the tremendous changes in consumer in 
stalment bank credit now occuring, it is essential that all 
of us pool our ideas for our mutual advantage and that of 
the entire industry. 

All in this field of instalment bank credit are urged to 
attend this outstanding, educational meeting for personal 
benefit as well as that of consumers. 

Please send registration to the National Office today 
Cyril J. Jedlicka, Group Chairman, City National Bank & 
Trust Company, Kansas City, Missouri. 


Public Utilities 

OUR PARTICULAR GROUP grapples with the many 
special problems which confront public utilities in extend 
ing credit and collecting money. While it is true that 
basic credit principles are the same in all areas of consumer 
credit extension, yet we in the public utilities field do un 
deniably face very special and often difficult problems. 

Assisting to conduct the Public Utilities discussion on 
Tuesday, June 6, will be the following: 

Vincent S. DeVine, Omaha Public Power District 
Omaha, Nebraska 


Osborne Lysne, Wisconsin Electric Power Company 
Milwaukee, Wisconsin 

Herbert W. Ringelstein, Rochester Gas and Electric 
Corporation, Rochester, New York. 

Maurice W. Stram, Minneapolis Gas Company, Minn 
apolis, Minnesota 


Here are some of the topics to be covered at Miami 

. After a customer's service has been discontinued for 
non-payment of service bills, what must be done to 
renew services? 

. How can we handle the growing NSF check prob 
lem? 
.. . Under what circumstances and from whom should 
we require deposits? 

What are the problems arising from the increase in 
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automation in our office 

. What are the new ideas and procedures in account 
ing, record keeping and control? 

How can we create better public relations for pub 
lic utilities through our credit and collection office 
policies and procedures? 

. How can we more competently handle our responsi 
bilities in serving our customers completely, and at the 
same time avoid undue losses and high expense? 

(hese are just some of the very human and perplexing 
problems we hope we will discuss at Miami. Will you 
please join us? Send your registration to the National 
Office today. See you in Miami.—George W. Crawford 
Group Chairman, Alabama Power Company, Birmingham 


Building Supplies 


THE MEMBERS of the Planning Committee of the 
Hardware, Building Materials and Construction Group 
cordially invite all credit and collection personnel engaged 
in these and related industries to attend the 47th Annual 
International Consumer Credit Conference, Miami Beach 
Florida, June 3-7, 1961. 

The Committee, keeping in mind the peculiar and 
puzzling credit problems faced by these industries, has 
developed an interesting audience-participation, problem 
solving session. This will be an all-day, closely packed 
session. 

Che program will include these speakers and topics: 

O. L. Dawson, Weakley-Watson Hardware Company 
Brownwood, Texas: “New Ideas in Credit and Collection 
Procedures.” 

Mrs. Bobbie Johnson, Orange Lumber Company, Lake 
land, Florida: “Opening New Accounts and Setting Credit 
Limits.” 

J. W. Crawford, Railey-Milam, Inc., Miami, Florida 
‘Bankruptcies and Consumer Credit Administration.” 

Mrs. Dorothe Bolte, Lyons Brothers Lumber and Fuel 
Company, Joliet, Illinois will be the Co-Chairman. There 
will be ample provision for questions from the floor, they 
will be welcomed and answered. 

Many inquiries have been received concerning this 
educational professional meeting. We hope for a_ large 
attendance. Remember just one new idea gained at 
i Conference of this magnitude often pays for the entire 
cost of attending.—Ernest Ferri, Group Chairman, Yard- 
ville Supply Company, Yardville, New Jersey. 


Department, Apparel and Specialty Stores 


LEADING CREDIT sales managers from all over the 


nation have been invited to serve as panel members and 


discussion leaders at this most important group confer 
ence at Miami Beach 

Hattie Belknap, Manager of Credit Sales, Carlisle Allen 
Company, Ashtabula, Ohio will be my co-chairman and 
one of the featured speakers. 


Every effort will be made to ask specific questions from 
the audience and a panel of experts will be on hand to 
offer solutions to these problems. 

Some of the topics to be discussed at this all-day 
problem-solving seminar are 

The importance of the new account interview and 
the accepting o1 declining of the account 

The importance of a planned collection policy and 
procedure, 

Sales promotion through the Credit Sales Depart 
ment 

Methods and details of new and inactive account 
solicitation. 
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Strengthening cooperation between credit bureau 
managers and personnel and credit sales managers and 
credit office personnel 
... The importance and value of a Credit Association 
in each locale as a unit of the National Retail Credit 
\ssociation, 

. What does the future hold for Automation in the 
credit office? 

.. . How can we reduce expenses and improve depart- 

mental efficiency? 

We earnestly urge credit and collection personnel in 
department, apparel and specialty stores to join with us in 
this highly educational and thought-provoking analysis of 
today’s problems in credit granting. Just one idea gained 
in the professional give and take discussion will more than 
pay for the entire trip to Miami.—Hugh M. Martin, Group 
Chairman, Manager of Credit Sales, The Addis Company 
Syracuse, New York. 


Health Professions 
\ WELL-ROUNDED and interesting program has beer 
developed for this group at the International Consumer 
Credit Conference at Miami in June. Here are the dis- 
cussion leaders and their topics: ; 
1. Credit policies and procedures . . . Robert Haken 
Mercy Hospital, Denver, Colorado 
Controlling Accounts Receivable and Discharge Pro 
cedure ... A. T. Sutherland, Madison General Hos 
pital, Madison, Wisconsin. 
Solving Special Collection Problems . . . Frank D 
Lauran, Hospital Service Association of Western 
Pennsylvania, Pittsburgh, Pennsylvania. 
Problems of Third Party Payment . . . Mary Ann 
Learned, Missouri Baptist Hospital, St. Louis, Mis 
souri and Phillip P. Wilson, John Hancock Mutual 
Life Insurance Company, St. Louis, Missouri. 
Collection Systems and Professional Collection Agen- 
cies... Gene Larson, Sacred Heart Hospital, Spokane, 
Washington. 

}. Out-Patient Procedure Robert C. Sayles, Rhode 
Island Hospital, Providence, Rhode Island. 

From the foregoing, it is evident that attendance at 
the Conference will pay dividends to anyone interested 
in hospital, clinic, medical and dental office credit and 
collection methods. 

Last year at Chicago we had a well attended and very 
stimulating group. Several delegates reported that just 
one idea gained at the meeting and introduced into the 
office at home resulted in large savings of time and money 

A cordial invitation is extended to anyone in the Health 
Professions to set aside these few days in June for this 
exceptionally worthwhile program—Stephen F. O’Conno: 
Group Chairman, St. Mary’s Hospital, East St. Louis 
Illinois. 


Furniture, Music and Appliance Stores 

OUR PARTICULAR GROUP meeting has always been 
one of the most active and well-attended of all the various 
industry discussion. groups. I can speak from personal 
experience in attending many International Consume 
Credit Conferences that it is in the group sessions that one 
gets the fullest advantage of attending. 

This year we have decided to devote the entire day 
ruesday, June 6th to a down-to-earth practical eight hours 
of intensive exploration of credit and collection problems 
as we face them in this area of consumer credit. Many of 
the items we sell are large ticket ones and hence a greater 
degree of caution must be exercised than perhaps is the 
case with small items. On the other hand, we must en 
courage credit sales to the utmost and gain for our stores 
all the profitable credit business we possibly can. 





Credit sales procedures, how to get more credit business, 
customer servicing, collection procedures and legal rem- 
edies, public relations aspects of repossessions, how to 
write more effective letters, how to motivate additional 
sales in the credit office by the right use of words, all these 
and many more, will occupy our attention. Answers to 
these difficult matters will be provided. You will go home 
with workable solutions to your problems. That will be 
worth a lot, won't it? 


The detailed program is now being completed by my 
Co-Chairman, Saul Stone and me. You are most cordially 
invited to send to me or to the National Office any ques- 
tions you would like to have included in the program. 
Most of all, your registration should be sent in right away 
so that definite plans can be made for meeting rooms, etc. 
We are expecting a large turnout because the times require 
careful reevaluation of our policies and procedures. Pleas« 
send in your registration today. See you at Miami Beach 
in June.—Earl E. Paddon, Group Chairman, Lammert Fur 
niture Company, St. Louis, Missouri 


Drug Stores and Medical Supplies 


THIS IS THE first time that we have planned a Group 
Meeting at the I.C.C.C. for those in the drug store and 
medical supplies fields. I am very gratified and compli- 
mented that I should be asked to be the chairman of this 
event at Miami Beach, Florida, in June. I ask you to help 
me make it successful. 


There is no doubt in my mind that we in this particular 
area of consumer credit encounter some unique credit and 
collection situations on which we need help in finding 
workable solutions. Because our work is so closely tied-in 
with serving humanity in the health fields, we must b 
especially careful in handling sensitive people and sooth- 
ing ruflled feelings 

We will devote the entire day, Tuesday, June 6, to a 
careful study and analysis of our special problems. I have 
asked representative credit executives in our line of en- 
deavor to serve as a panel of experts. Questions will be 
invited from the floor and no effort spared to give every 
questioner a satisfactory answer to his or her question. In 
addition, arrangements have been made for a specialist on 
the field staff of NRCA, Sterling S. Speake, to spend some 
time with us and bring to our group the benefit of his wide 
travels and knowledge of our problems 

The detailed program will be available soon. What is 
most important now is that all those engaged in the area 
of drug store and medical supplies services credit and col 
lection management decide to attend this most important 
credit seminar. Please send in your registration today and 
indicate on the blank that you plan to attend this Group 
Meeting. We shall know better how to plan if you will tell 
us now. Then, when you pack your bag for Miami, include 
all your problems! You will be amazed to find out how 
many valuable solutions to those problems will be given to 
vou at Miami.—Mrs. Jama C. 


Bales, Group Chairman, 
Medical Arts Drug Company, Knoxville, Tennessee. 


Consumer and Sales finance Companies 
WE ARE EXPECTING a large audience at the Con- 
sumer and Sales Finance Companies Group Session 
Tuesday, June 6, of the I.C.C. Conference. 
Several distinguished members of our industry have 
been invited to serve as co-chairmen and _ discussion 
leaders. 


Topics to be discussed during the all-day discussion 


session will include these: Practical aspects of federal and 
state legislation—Positive public relations approach to con 
sumer credit—Cooperation between various types of credit 
granters — Competition between various types of credit 
granters—Creating profitable new business through charge 
account banking—Development of family finance counsel- 
ing—Outlook for money rates—Raising funds for consumer 
finance—Problems of credit card proliferation—Legal prob 
lems concerning credit cards—Credit cards vs. cash loans 

“In plant” banking—Mobile Home consumer financing 
Marina consumer financing—Leasing problems—Education 
of the consumer—Stating the Credit Rate—Credit Unions 
Credit life insurance—Credit A & H_ insurance—Captive 
finance companies—Problems of floor planning—Lender ex 
changes—Bankruptcies and Garnishments 

From this it should be apparent that the day’s discus 
sion will be most fruitful and rewarding to all those 
engaged in consumer finance. Here is where we gain 
information and inspiration to help us do a better job and 
be more valuable to our employers 

Please make every effort to join us—Send your Registra 
tion to the National Office today. — Dr. M. R. Neifeld, 
Group Chairman, Consultant, former Vice-President, Bene- 
ficial Management Corporation, Morristown, New Jersey. 


Newspapers and Publishers 


MY NAME IS “Kurtis E. Kredit”. I am either a credit 
manager of a newspaper, a radio station or a television 
station and I have a pretty tough job. Why? Well, “pay 
ing for advertising that did not pull is like paying for a 
dead horse”, someone once said and I am inclined to agree 
with him, whoever it was. Brother, it gets rough some- 
times especially when some customer orders a lot of ad 
vertising and any one of many things happen that can 
louse it up fiascos like change in weather on day 
. competitor having a better bargain . poor 
position in the paper and it does not draw as it should. 
These and many other things can throw an undercapital 
ized businessman in a tizzy 


ot sale 


. and the credit manager 
goes right along in the tizzv, that is 

See what I mean when I say that being a credit manager 
of a newspaper is a tough job? I am sure that any one of 
vou who has such a job would be interested in the news 
paper, radio, television panel that is scheduled for the 
Annual Convention. We ought to get together and discuss 
such things as: contracts, discounts, classified transient ad 
vertising systems, bookkeeping methods, collection gim 
micks and procedures, adjustments, rebates, display and 
national advertising problems . . . and, there must be doz 
ens of other things we could talk about. Think it over 

. write me some of your ick as ; and come on down 
to Florida for the convention 

I will see you there and Frank Phillips Credit Manage 
of The Miami Herald will be my assistant. He is in charge 
of water glasses blackboard and sharpening of pencils 
Get the point? 

Be sure to come Send vour registration in now to the 
National Office.—Frank Phillips, Group Chairman, Th 
Miami Herald, Miami, Florida 





AN OUTLINE of the plans of four additional 
groups will appear in the May CREDIT 
WORLD. They are: 

Medical Assistants 

Credit Unions 

Credit Jewelry and Luggage 

Home Service Industries 
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47th ANNUAL INTERNATIONAL 


SALES CLINIC...IDEA EXCHANGE SESSIONS. 
Americana Hotel, Bal Harbor, Miami 





Saturday, June 3 


Monday— (Continued) 





9:00—NRCA Executive Committee meeting 
9:00—Registration 

10:00—CWBC of NA Committee Meeting 
12:00—NRCA Board of Directors Luncheon 
2:00—NRCA Board of Directors Meeting 
2:00—CWBC of NA Board of Directors Meeting 
2:00—Opening of Trade Exhibits 

7:00—CWBC of NA Mixer 








Sunday, June 4 





8:30—Registration 
9:00—CWBC of NA Business Meeting 
9:00—NRCA Board of Directors Meeting 
2:00—NRCA Meeting of Nominating Committee 
2:00—NRCA District and Local Association Officers and 
Directors Meeting 
3:00—NRCA Credentials Committee Meeting 
4:00—NRCA Resolutions Committee Meeting 
7:30—ICCC “Get Acquainted Party” 
Co-CHAIRMEN: Harvey King, President, Quarter 
Century Club, NRCA and Ethel Wilkerson, 
President, Career Club, CWBC of NA 





Monday, June 5 





7:30—ICCC Annual CWBC of NA Breakfast 


Presipinc: Mrs. Inez McGaughy, Pickett’s, Inc., 
Chattanooga, Tennessee, President, CWBC of 
NA 


PROGRAM TO BE ANNOUNCED 
9:00—Registration 


9:30—ICCC Opening General Session (NRCA and 
CWBC of NA) 


Presipinc: Earle A. Nirmaier, W. Wilderotter and 
Company, Newark, New Jersey, President, 
NRCA 


Music 
CHORAL GrouP 
PRESENTATION OF COLORS 


INvocaTion: Leonard A. Brumbaugh, Valley Na- 
tional Bank, Phoenix, Arizona, First Vice Presi- 
dent, NRCA 


We come: Frank J. Phillips, President, Greater 
Miami Credit Association 





RESPONSE: Mrs. Inez McGaughy, President CWBC 
of NA 

Jack Paterson, Yolle Furniture Company, Ltd., 
Toronto, Ontario, Canada, President, Credit 
Granters’ Association of Canada 

KEYNOTE SPEAKER: Robert Keith Gray, (Former 
Secretary of the Cabinet, Eisenhower Admin- 
istration,) Vice President, Washington Opera- 
tion, Hill and Knowlton, Inc., Washington, 
igs 

PRESENTATION OF 1961 Scorr Awarp: Edward 
L. Goodman, Burger-Phillips, Birmingham, Ala- 
bama, 1960 award winner 


11:00—NRCA Annual Business Meeting 


Presiwinc: Earle A. Nirmaier, President, NRCA 
REPORTS OF: 
Executive Vice President 
Secretary-Treasurer 
Constitution and Bylaws Committee 
Resolutions Committee 
Nominations Committee 
ATTENDANCE Priz—E DRAWING 


11:00—CWBC of NA District Pow-Wow 


2:00—ICCC Joint Session (NRCA and CWBA of NA) 
Co-CHAIRMEN: Fred R. Hachtel, Gimbel’s, Mil- 
waukee, Wisconsin, Second Vice President, 
NRCA 
Martha Bean Gleason, The Credit Bureau, Wash- 
ington, D.C., First Vice President, CWBC of NA 
THEME: “Making Credit Desirable . . . Not Merely 
Available” 
Moperator: Fred R. Hachtel 
PANEL: “How to Use Public Relations to Sell You 
and Your Credit Operation Internally” 
Henry C. Alexander, Belk Brothers, Charlotte, 
North Carolina 
“Gaining Acceptance for Consumer Credit in Your 
Community” 
Carl F. Hawver, Director of Public Relations, Na- 
tional Consumer Finance Association, Washing- 
ton, D.C. 
“Professional Status for the Consumer Credit Ex- 
ecutive” 
William H. Blake, Executive Vice President, NRCA 
Geneva F. McQuatters, Executive Manager, 
CWBC of NA 
3:15—“Horizons Unlimited” 
Ray O. Mertes, Director, School and College Serv- 
ice, United Airlines, Chicago, Illinois 
3:50—Film: “The Wise Use of Credit” 
Sutherland Educational Films, Inc., Hollywood, 
California 
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ONSUMER CREDIT CONFERENCE 


. GROUP SESSIONS ...PROFIT DISCUSSIONS 
each, Florida, June 3, 4, 5, 6, 7, 1961 





Monday— (Continued) 


Wednesday, June 7 





4:15—Attendance prize drawing 


8:30—ICCC Miami Association “Calypso Capers” Party 
for NRCA and CWBC of NA 


Co-CHAIRMEN: A. L. DeMarco, Family Finance 
Corporation, Miami, Florida and Marie Whaler, 
Industrial National Bank, Miami Florida 





Tuesday, June 6 





:30—ICCC Idea Exchange Sessions (NRCA—CWBC 

of NA) 

A. “Skips and Skip Tracing” 

B. “Credit Sales Direct Mail Campaign” 

C. “Telephone Collection Techniques” 

D. “Automation in the Credit Office” 

E. “NRCA Group Life Insurance” 
(Discussion leaders to be announced ) 


7:30—CWBC of NA Career Club Breakfast 
8:30—Registration 


9:00—ICCC Group Sessions, all day. (NRCA and CWBC 
of NA) (Chairmen to be announced ) 
Health Professions 
Department, Apparel and Specialty Stores 
Instalment Bank Credit 
Consumer and Sales Finance 
Furniture, Music and Appliance Stores 
Credit Jewelry and Luggage 
Hardware, Building Materials and Construction 
Home Service Industries 
Mortuary Credit 
Cemetery Credit 
Credit Unions 
Multiple Stores Group 
Newspapers and Publishers 
Drug Stores, Medical Supplies and Appliances 
Public Utilities 
Medical Assistants 
Hotels, Motels and Travel Agencies 
National Credit Card Issuers 


11:00—Tour of Miami Beach (Wives of Delegates) 
5:00—CWBC of NA Post Conference Board Meeting 
7:00—NRCA Post Conference Board Meeting 





:30—ICCC Idea Exchange Sessions (NRCA and CWBC 
of NA) 
A. Evaluation of Credit Information 
B. Collecting the Tough Ones! 
C. Expense Saving Ideas 
D. Can Bankruptcies be Reduced? 
E. “NRCA Group Life Insurance” 
(Discussion leaders to be announced ) 
7:30—NRCA Quarter Century Club Breakfast 
9:00—Registration 


9:30—ICCC Joint Session (NRCA and CWBC of NA) 

Co-CHAIRMEN: Leonard A. Brumbaugh and 
Wanda Brown, First National Bank, Mason 
City, lowa 

MusIcAL PROGRAM 

Appress— “The Future of Retailing in America” 
Alfred C. Thompson, Executive Vice President, 
Miller & Rhoads, Richmond, Virginia, President, 
National Retail Merchants Association 

Appress—“How to Sell Yourself, Your Ideas and 
Your Products” 

Dr. Charles E. Irvin, Business Consultant 

SYMPOSIUM: 

Supyect: “Are Credit Bureaus and Collection 
Service Departments Meeting the Needs of 
Credit Sales Managers?” 

CHAIRMAN: Dewey D. Godfrey, Executive Vice 
President, Bank of Charlotte, Charlotte, North 
Carolina, Third Vice President, NRCA 

Five Credit Sales Managers 

Five Credit Bureau and Collection Managers 

ATTENDANCE Prize DRAWING 


12:00—CWBC of NA Dutch Treat District Luncheons 
Style Show (Wives of Delegates invited) 


2:00—ICCC Credit Sales Clinic 

CHAIRMAN: Helen Sawyers, Credit Bureau of 
Snohomish County, Everett, Washington, Second 
Vice President, CWBC of NA 

Supyect: “How to Set Up a Debt Counseling 
Service in Your Community” 

M. T. Warrick, Credit Bureau of Spokane, Spo- 
kane, Washington 

Supject: “Building Sales and Profits Through 
Credit” 

Armand J. Gariepy, Director, Sales Training Inter- 
national, Barre, Massachusetts 

ATTENDANCE PRIZE DRAWING 


7:30—ICCC Annual Banquet 


Dinner and Dance 
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Registra lion lank 


47th International Consumer Credit Conference 
AMERICANA HOTEL 
Bal Harbour-Miami Beach, Florida 
June 3-7, 1961 





NAME: SPOUSE 
(Badge will be printed as indicated her 


FIRM: FAMILY: 


ADDRESS: 


Cry: 
Tyre OF BusINESS: Attending Conference for Ist time 


Memser: NRCA CWBCofNA ACBofA 


Ane You: District Office District Director 
State Officer State Director 
Local Officer Local Director 


I PLAN TO ATTEND: Quarter Century Club Breakfast Career Club Breakfast 


Con erence | A istration 
j 





ADVANCE REGISTRATION PRIZES 


Nassau Hat to everyone who registers before April 15, 1961 


Chance on a Free Trip to Nassau 
Chance on a Free Room at Americana for ICCC Conference 


Other Wonderful Attendance Prizes 
Advance Registration important for Prizes, Room Reservations, Conference appoint 
ments and special conference information. 


Full refund on advance registration will be made if cancellation is 
received prior to May 20. No refunds will be made after that date 


No. WANTED AMOUNT 
Delegates (CWBCofNA — Sunday Only . $ 3.00 
*ICCC Delegates (NRCA, CWBCofNA, ACBofA $25.00 
°ICCC Wife of Delegate : . $20.00 
ICCC Annual Breakfast ( Additional Ticket . $5.00 
ICCC Wednesday Sessions and Banquet . $15.00 


ICCC Banquet Only (Additional Tickets $12.50 
(Children under 12 years $10.00) 


Please check items and mail registration 
blank with check attached made payable to 


NTERN ON 10ON 2 *REDI ‘ANE ERENCE 7 
INTI ATIONAI CONSUMI R Crepit CONFERENCE ee a a 
NATIONAL RetTar Creprr AssocraTION i cenleemnce quuiens andl actieliias coamst 

375 Jackson Avenue, St. Louis 30, Missouri the Sundav CWBCofNA meeting 
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Federal Employee Garnishment Bill: Representative 
Thomas B. Curtis (R. Mo.) has re-introduced the garnish 
ment proposal] that he has sponsored Since early in the 
83rd Congress 1952) The bill is much the same as 
the Kefauver Bill which passed the House only in the 
2nd Session of the 78th Congress. Brief hearings were 
held on the first Curtis Bill by a subcommittee of the 
House Judiciary Committee in 1954, but it was never 
reported out of committee The present bill, H. R. 4398 
permits garnishment of wages and salaries of all civil 
ifficers and employees of the United States. District of 
( olumbia employees are also included undet the bill 

\ special act of Congress is necessary in the case of 
garnishment process involving federal employees since 
when a department or agency of the federal government 
owing salary or wages to a judgment-debtor employes 
is involved, it cannot be sued and/or made a party 
garnishee to the proceeding as an instrumentality of the 


government in the absence of statutory consent 


Under the bill the right to institute garnishment 
process is limited to, and must be based upon, a final 
judgment only, after personal service upon the debtor 
and summons or other process must be accompanied by a 


certified copy ol the judgment 


The purpose ot the bill as given on the House floor by 
Congressman Curtis when he introduced it, is a clear 
concise statement of an important aspect of credit ex 
tension and collection in a free, competitive enterprise 


economy He said 


The primary purpose of this measure is to benefit the in 
dividual Federal employee The garnishment process would 
idversely affect only a small minority of Federal employees 
and it would provide re il gains tor the m ill he absence of 
this process in cases involving Federal workers has resulted 
in lowered credit ratings for these individuals; permission for 
its use in connection with Federal workers, as it is permitted 
for workers in private industry, would improve these ratings 


There has been some misunderstanding of this proposal 
by Federal employees. This is a protection for them in the 
important field of credit standing; the alternative, continued 
exemption from these processes, is of benefit only to thos 
who are in default on payments. For this benefit of only a 
few, many los 

It Is also misunderstood | believe bs certam ot our 
Government bureaus. They feel that the garnishment procedure 
would add to the administrative burden which they now have 
rather, they prefer to discipline their employees within the 
organization, the ultimate punishment being dismissal. The 
disciplinary problem in this field is an administrative problem 
By the establishment of the garnishment process, and_ the 
related processes, the incidence of defaulting payments would 
be decreased by the very healthy s¢ If-discipline of the em 
ployees the mselves Whatever INnCcOnVenICnce might be 
temporarily felt would, in the long run, be eliminated by this 
self-discipline, relieving the bureau of any administrative 
burden in this matter. Also it would, by giving a creditor 
direct access to the debtor's pay-check vive i meaningful 
ilternative to the harsh punishment of dismissal, which is now 
the re ills practi il means ot compulsion open to the bure iu 

“I believe that garnishment has proved sound in the privat 
sector of our society. I would urge that we extend it to cover 
the civil employees of our Government.” 


re 


quom the NATION'S CapitaL 


JOHN F., CLAGETr Counse; 


ON 











The 87th Congress may be the one to finally see action 
on the garnishment bill, since numerous state garnishment 
laws have been, or are being, amended to eliminate un 
desirable features such as inadequate exemptions, or, as 
in the case of the amended District of Columbia garnish 
ment law provisions are being added to protect the 
garnishee ( mploye r, as well as the debtor, from a multiplic 
itv of garnishment proceedings at the same time hese, 
in short, are some of the matters which have made Con 
gress in the past reluctant to extend garnishment to Federal 
emplovec Ss 

Consumer Legislation: Legislative proposals which by 
title, bill number, or principal sponsor had become 
familiar to thousands in the course of the 86th Congress 
such as the Douglas interest charge s disclosure bill, or the 
Ketauver ar partme nt of consumers bill have re mained ili 
the bac kground thus far in the present Congress Neither 
of the bills mentioned has as yet been re-introduced 
although it is understood that it is only a matter of time 
and pe rhaps making some minor change s be fore the Vy are 
added to the k gislative mill 


parative quiet therefore, cannot be taken as an indication 


The present period of com 


of lack of interest or concern in these particular measures 
by those who pushed them vigorously in the last Con 
gress; rather lack of action up to now is the result of un 
completed studies or re-surveys by the present Administra 
tion, and of primary interest at the moment in other 
matters, such as the depressed areas legislation 
In addition to the interest in consumer problems in 
dicated in the platforms of both parties, proposals mad 
have suggested the creation of a special consumers 
council” directly under the President, to function perhaps 
long the line of the Council of Economi Advisors 
However, as of this time nothing definite appears to have 
crystallized on this idea 
Ambitious Consumer Welfare Program: The Com 
mercial Council,” a major committee of the Metropolitan 
Washington Board of Trade has just announced an im 
pressive program of study and action on subjects of vital 
interest to consumers welfare and health of the business 
community Items on the program include 
a to develop legislation for a ‘Deceptive Trade 
Practices Act 
b) to develop new legislation or perfect existing legis 
lation on “General Fraud 
c) to develop an effective self-policing organization 
of and for the business community embraced by the 
Metropolitan Washington Board of Trade; and 
d to call a conference to be « mposed ol represent 
atives of government and industry to develop an over-all 
Advertising Code of Ethics 
Pertinent to such proposals, see The Creprr Worip 
November 1960 page 16, where recommendations of Ear] 
Kintner, then Chairman of the Federal Trade Commission 
were described. Progress of the “Commercial Council 
on these matters will be closely followed, and report 


thereon will be made from time to time een 
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LEONARD 


AST MONTH we discussed the humanics of business 
L letter writing. We pointed out that the mood, o1 
frame of mind, of the writer tends to determine the nature 
of the reader’s response. Successful business letters we 
stated, must be written in the spirit of genuine willing 
ness to help find solutions to the reader's problems. 

In considering there problems we will find out the 
appropriate appeals around which our letter can be con 
structed. Basically, all of us have similar needs. Very 
simply stated these are, a feeling of security, a sense of 
adequacy in whatever situation we find ourselves, a 
sense of belonging to groups and institutions, and a feeling 
of confidence that we are doing the “right” thing. Turn 
the situation you face as a correspondent around so you 
see it through the eyes of the reader. When you do that 
you see the matter as a problem for him, but also as an 
opportunity for you to offer solutions to that problem. 

Such problem-solving letters must, of necessity, be 
YOU letters. The reader is put right in the center of 
the page, and the message couched in language ot real 
interest to him because it deals with his affairs. That is 
the only way to write a YOU letter. Letters beginning 
with WE, MINE, OUR, are selfish letters and seldom 
win the heart of the reader. And, we must win his heart 
before we can successfully appeal to his reason. 

One brilliant insurance sales training specialist, Dean 
Graebner, used to say, “When you are selling life in 
surance, talk of desires, hopes and dreams.” We can use 
that profound thought to advantage in studying how to 
write effective and motivating business letters. Our readers 
have desires, hopes and dreams. We should appeal to 
those 

rhe next step in effective letter writing is to put ow 
fine ideas into words. Words are the expression of ideas 
and ideas only come alive when expressed in words. These 
words are powertul, often treacherous, and certainly ex 
pensive. J. N. Hook, Executive Secretary, National Coun 
cil of Teachers of English and Professor of English, Uni 
versity of Illinois, speaking at a conference of National 
Association of Secondary School Principals said, “Words 
are about the most expensive things we have, we ought 
to treat them with more care. About half of all the taxes 
we pay every year are spent on words. When we buy a 
new car for $3,000.00, we are getting about $1,500.00 
worth of words. About half of the huge annual defense 
budget goes for words. You pay for all the words, written 
or spoken, in board meetings, order forms, telegrams 
telephone calls, newspaper, radio and television advertise 
ments, sales conferences, you name it, you are paying 

it 

In letter writing, words are our building blocks. With 
words we construct in the .eader’s mind the picture we 
want to create—a picture of our friendly, helpful, coopera 
tive attitude and earnest desire to be useful. We must 
use words which will make the reader feel better and 
hence want to act better. He likes words such as these 
Successful, Satisfied, Confident, Cooperative, Assurance, 
Benefit, Privilege, Admirable, Approval, Thoughtful 
Reputable, Practical, Useful, Vital, Vivid. The ten most 
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Communicati 


BERRY 

used words in radio and TV commercials are: You, Good, 
Wonderful, Better, Fine, Best, Effective, Natural, Appeal 
Poise. 

If you make the reader feel buoyant, gay, in love with 
life, grow taller, appear healthier, possess treshness, hope 
vigor, youth, then the reader surely will like you. And, 
liking you he is far more willing to accept willingly you 
solutions to his problems. 


This we call the DYNAMICS of letter writing. 


This Month's Illustrations nm - 


Illustration No. 1. We are always on the lookout for 
letter and form examples to reproduce on this page to 
provide a reservoir of ideas for you on which to draw 
when the time comes to revise or create your own 
forms. This item, for example, came in the mail from 
Spiegel’s Chicago, Illinois, well-known and large mail 
order house. The accompanying letter was a cordial invi 
tation to open a Spiegel Account and to enjoy a “new 
kind of credit shopping”. The colorful stamp enclosed 
was described as “the key to brighter living for you and 
yours’. The letter explained Spiegel’s “exclusive Budget 
Power monthly payment plan” 
piece 

Illustration No. 2. Here we show two collection no 
tices used by Wyman Shoes, Baltimore, Maryland. These 
are printed notices on bright yellow paper and bold type. 
The figures on the one sent to us were filled in with 
pen and red ink. Wyman’s Credit Sales Manager, O. W. 
Williams, said in his letter, “This over-limit revolving 
credit account notice can be mailed with the monthly 
statement or sent at any time. We have found it to br 
very effective’. 

Illustration No. 3. This friendly “thank you” lette: 
from Sears, Roebuck Company was received by one of 


A most effective mailing 


our office staff. Sears has done a great deal to popularize 
instalment buying and knows that credit business is good 
business. This is a good example of aggressive credit 
salesmanship. One of the best avenues for more credit 
sales are those wonderful “paid-up” customers. Thei 
credit is already established. They like the store obviously 
They have developed buying habit patterns and probably 
friendly personal relations with your salespeople. It pays 
to work the rich potential of the “paid-up” and inactive 
customer list. 

Illustration No. 4. Here we show the cover and part 
of the contents of a splendid brochure prepared by 
Famous-Barr Company, St. Louis, Missouri. This deals 
with the Flexible ¢ harge Account offered by the store 
The wording is exact and clear, easy to grasp. Customers 
are told exactly what the plan is and what it does. The 
printing is done in color and is most appealing. 

Illustration No. 5. This is a very dignified and 
warmly-worded “thank you” card sent at the beginning of 
the year by Shoppers Charge Service, St. Louis, Missouri, 
to their credit card holders. We should never overlook any 
opportunity to create good will and build bridges of friend 
ship between customer and store 








or; 


s 


Mave you ever wished dur. 
tng o Pertieularty heavy 
month that, just once, 
FAMOUS OFFERS Tas Bee a 
CONVENIENCE TO Al 
TS CHAR 





WYMAN SHOES (2 
122 N. HOWARD STREET 
BALTIMORE MD 


DEAR CUSTOMER 


OUR RECORDS SHOW THAT YOU NOW HAVE 
OUR $ BUDGET ACCOUNT PAYABLE $ 
MONTHLY 


YOUR PRESENT BALANCE OF $ HAS 
EXCEEDED THAT AMOUNT. YOUR PAYMENTS SHOULD 
NOW BE $ PER MONTH, OR A SUFFICIENT 
PAYMENT SHOULD BE MADE TO REDUCE THIS AMOUNT 


Sincerely yours 


Our Budget Plan Calls WYMAN SHOES 
For Regular Payments Credit Department 














WYMAN SHOES 


322 N HOWARD STREPT 
BALTIMORE |. MD 


Dee Customer 





Just @ fnendly reminder that we have not received your 
$ monthly payment on your revolving credit account 


he 
Your regular scheduled payment is due each month on $ t 


recerpt of bill as per your agreement with us 


We will thank you to give this your prompt attentron ; e Z f | Ee x 1} y le 
Past Due $ Sincerely yours charge ! Payment Phan for 
a a ! 


Flexible Charge Ac« 
Due on Receipt WYMAN, INC 


Of This 8 $ Credit Department : : j accOunl... 


Our Budget Plan Calls For Regular Payments 
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SEARS, ROEBUCK AND CO. |, 


RETAIL STORES M« 


Here's how the Flexitel 
Charge Account works 
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Annual Report of the President 


Credit Granters’ Association of Canada 


WILLIAM H. MARTIN Crescent Furniture Stores, Regina, Saskatchewan, Canada 


} p- YEAR just closed has been an eventful one for 
the Credit Granters Association of Canada. At ow 
last annual meeting we implemented the recommendation 
made in the 1957 Presidential report of W. J. Thompson 
that the annual dues be $5.00 per member per annum 
and that this total fee be collected by the NRCA office in 
St. Louis, who in turn undertook to remit $2.00 per mem 
ber back to our Canadian Association. The last report 
from NRCA shows a total Canadian membership of 4,517 
but it would appear that quite a few of our Associations 
are just sending $3.00 per member to NRCA and have not 
as yet honoured the $2.00 Canadian share of the membet 
ship. 

I would also extend a very hearty welcome to the new 
member Associations which have been organized during 
the past year, and I must comment on the gratifying in 
crease in membership both from British Columbia and 
Alberta. It is also a pleasure to find both Calgary and 
Lethbridge once again affiliated with the Canadian As 
sociation, 


Increase in 1960 Income 


While our 1960 income will show an increase over 1959, 
the increase will not be sufficient to meet the increased 
budget set up at the last annual meeting. Possibly by the 
time of this annual meeting most of the dues in arrears 
will be caught up. 

Both the Directors’ Meeting and the annual meeting 
held a year ago in Vancouver considered the question of a 
brief to be presented to the Federal Minister of Justice 
proposing certain revisions to the Bankruptcy Act. While 
there were very tew personal bankruptcies outside ot 
Montreal City, the annual meeting decided to support the 
Montreal Association in their presentation of the brief 
Subsequently some doubt arose as to the exact terms of 
reference laid down by the directors, and confirmed at the 
annual meeting. Your President circularized all directors, 
and their letters and wires, together with the minutes 
were examined by a committee of directors and honorary 
directors at Banff. At least five of this committee had at 
tended the Vancouver meeting. The committee were of 
the opinion that it was the intent of the Annual Meeting 
that the brief be presented in the name of the Credit 
Granters’ Association of Canada by the Montreal Associa 
tion, and that there be a voluntary assessment of up to 
$1.00 per member to assist the Montreal Association detray 
expenses In this connection. Some 12 Associations have 
contributed just over $1,500.00 

| represented the organization at the 10th District 
NRCA Conference at Banff last May. Our Calgary and 
Edmonton Associations were the hosts, and they are to be 
congratulated on an excellent and well organized con 
ference Opportunity was found between close packed 


sessions to have a meeting of our Canadian members 
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Following the practice of many years standing, I, as 
President of the Canadian Association attended the annual 
NRCA Conference at Chicago. I received a warm wel 
come from our American friends, and took part in the 
Directors’ meetings. While at Chicago vou Secretary 
freasurer and I had two meetings with representatives of 
the John Hancock Insurance Company and William H 
Blake, Executive Vice-President of NRCA, and finalized 
plans to make the group life insurance scheme available to 
our Canadian members. 

Again at Chicago it was found possible to call a meeting 
of the considerable Canadian delegation of both bureau 
people and credit granters, and those present were asked 
to do everything possible to increase our membership. 

I was invited to attend the Annual Conference of thi 
Prairie Division of the Credit Granters and the Bureau 
Managers held at Calgary. There was a large representa 
tive attendance and the meeting was all business. At least 
two of the resolutions passed at this meeting will be sub 
mitted to you for consideration. 

The Prairie Division has held these District meetings 
for the past six years. Plans have already been made to 
hold the 1961 Prairie Division meeting at Medicine Hat 
This group has been operating without elected officers o1 
funds. As the organization has proved its value to th 
area, I think the time is ripe for it to organize formally 
and the Association constitution has provision for creation 
of such an autonomous body. 

I also addressed dinner mec tings at Saskatoon, Yorkton 
and Lethbridge. Other visits will be included in my 
Provincial Directors report. 


Study of Provincial Legislation 


The Edmonton Association has been making a special 
study of Provincial legislation as it might affect our credit 
operations. Their legal advisor is of the opinion that as 
the Alberta Court of Appeal declared the Provincial statute 
‘The Orderly Payment of Debts Act” Ultra Vires, wage 
earners in financial difficulties are likely to take advantage 
of the summary section of the Bankruptcy Act to the 
disadvantage of the creditors. It was pointed out that 
this Alberta Act was modelled on similar legislation ith 
force in other Provinces, and therefore there is the likels 
possibility that the ruling of the Alberta Court of Appeal 
will be followed in the other Provinces 

Phis points to the need for small legislative committees 
to be set up im the various districts, and for each com 
mittee to be supplied with a budget sufficient to allow 
occasional meetings as need arises Le gislation IS a spe 
cial field, and it is very much in the interest of an associa 
tion such as this to keep close watch on bills being 
presented to both Federal and Provincial parliaments 

In my acceptance speech at Vancouver I stated that 
behind each successful local Association would be found 
in interested Credit Bureau Manager. To illustrate. | 





would mention just two—Vancouver and Edmonton, but 
many other examples of this happy relationship of mutual 
help and cooperation are to be found scattered across the 
Dominion. I do not suggest that the Credit Bureau is to 
be a crutch to help the local Association along. On the 
contrary, the local Association should be an autonomous 
hody with its elected officers and directors, having a 
regular income, in control of the membership and operat 
ing under a constitution and by laws. 

Practical politics dictate that the bulk of the member 
ship meet regularly. This is, after all, the best and most 
effective means of communication. But let us make sure 
that our unit meetings are conducted in a manner that 
will attract the type of executive member we want and 
that they will retain the interest of our present members 
In this connection | would commend to vour attention a 
release by NRCA, entitled “Successful Programme Ideas 
The 10th District Conference at Banff conducted a 
“Workshop for Unit Presidents,” which showed the im 
portance of well organized meetings, and illustrated with 
a very well conducted audience participation session. The 
International Credit Conference at Chicago last June 
recognized the importance of this phase of work with 
two sessions entitled “Techniques For Improving You 
Local Association Meetings,” and “How to Get Participa 
tion in Local Association Meetings”. 

Vigorous committees looking after and promoting such 
special interests as education, membership legislation 
and programme, to mention just a few, will insure a virile 
and effective Association which will be of incalculable 
value to both the member firms and the Credit Bureau 
There is an abundance of evidence to prove that where 
the Credit Granters and the Credit Bureau operate 
together in harmony and close cooperation, the credit 
situation in that community is healthy, and the end results 
of net profits satisfactory to all 


Automatic Reporting 


One example of where this cooperation can work to the 
advantage of both Bureau and member firm is in the field 
of automatic reporting. Members daily reporting derog 
atory information improve the Bureau service, and at 
the same time cut down on the number of inquiries for 
the Ledger experience. Over the years the continuing 
support and advice of the Bureau Manager to the Associa 
tion is a great factor towards maintaining an effective 
functioning organization. On the other hand the close 
personal contact made possible through this association 
does make misunderstanding less likely, and the efforts 
of a membership committee should strengthen and main 
tain the membership of both the Credit Bureau and _ the 
Association. 

The entire field of public relations as it affects consumer 
credit in its various ramifications requires very careful 
consideration. Gross misconceptions and errors are evident 
in public thinking, and in the press, radio and television 
It is definitely our business to set up an organization 
capable of refuting errors, and putting credit in its prope 
perspective. The following example will illustrate my 
point. Recently an editorial in a large Western Daily 
deplored credit buying, and compared the Accounts 
Receivable of Saskatchewan with the disposable income 
of the people of Saskatchewan. The writer, however, in 
error used the accounts receivable for the entire Dominion 
It graphically illustrated the editorial opinion that credit 
was plunging us into certain ruin and it ended up by 
welcoming the decline in retail sales. At the same time 
there appeared in a obscure section of the Finance Page 
the following News item:—“The Royal Trust Company 
reports that in the 12-month period just closed it showed 


the greatest increase in savings and deposits ever in their 
96-vear historv—19% over their previous veat 

I mentioned the fine cooperation which exists between 
Credit Granters and Bureau Managers. The local Bureau 
Manager, Kenneth Reid dug up the necessary statistics 
and prevailed upon the paper to publish a correction. 
This is too important a matter to be left to chance 
Someone with the necessary training should be retained 
to reply to adverse press reports and supply informative 
articles. Perhaps this conference could set up the nucleus 
of an organization to deal objectively with this matter 

1 he COUTISE lling SeTVICE oft re dl Im Se veral cities to peopl 
finding themselves over-involved financially is a human 
and friendly service, and makes a favourable contribu 
tion to public relations Spokane and Seattle have con 
ducted such a service for some Vvears and the overall 
results look thoroughly worthwhil In addition to the 
humane motive behind such a service, it has been found 
to be good business indeed 


Group Life Insurance 

I have already mentioned of the group life insurances 
which is available to members of both the Credit Granters 
Association of Canada and the National Retail Credit 
Association. Owners or partners and employees in credit 
offices as well as Credit Bureau employees of member 
firms can become associate members for the purposs 
of buving this life insurance By spec ial arrangement 
with William H. Blake of NRCA and with the ap 
proval of our directors, the associate membership fee 
which is $3.00 would result in one dollar of this going 
to the Canadian Association. This extra revenue will be 
most welcome. It is expected that this group insurance 
will be an added inducement when soliciting new mem 
bers. 

I should like to thank our Secretary-Treasurer, Arthur 
Bullied, for his he Ip and cooperation during the past 
veal 

During the past year I have on occasions sought the 
advice of Tom Downie. He was, as ever, a tower of 
strength, and his wise counsel was most helpful. This 
Association is fortunate to have had, right from its found 
ing. the continuing interest and support of this sagacious 
credit executive 

I also noted with appreciation the very fine cooperation 
# my brother directors. It is evident from their letters 
and reports which reach me from time to time, that some 
real effort went into increasing the membership and in 
fluence of this Association. Often these efforts did not 
produce the immediate results desired, but good ground 
work was laid which we hope will come to fruition in 
the not too distant future. 

Resignations from the Board of Directors were received 
from Norman A. Morphy, J. Byron Himmelman and 
Harold A. Kent 


of their experienced counsel, I am happy on your behalf 


While we regret losing the advantage 


to congratulate each of them on their business promo 
tion, and to thank them most sincerely for their efforts 
on behalf of this Association over the past few vears 
The newly formed units in both Byron’s and Harold's 
bailiwicks are concrete evidence of solid and consistent 


work towards mcreasingd the membership and influence 


of the Association 
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Minnesota: A bill to set up the office of a State Con- 
sumer Counsel to advise state agencies was introduced by 
Rep. L. S. Rutten. The counsel would advise agencies on 
questions relating to prices, rates, quality of goods and 
services, marketing and distributing methods, advertising 
and trade practices and other matters affecting costs to the 
consumer. A similar bill also was introduced in the State 
Senate. 

Connecticut: A bill to create a citizen’s advisory council 
under the Connecticut Department of Consumer Protec 
tion was introduced by Senator Armentano. Its purpose 
would be to advise the Department on the setting of 
standards for products sold in the state which are under 
the inspection of the agency. This would include all food 
and drugs as well as household items. 

North Dakota: Bill introduced by Rep. R. W. Wheele: 
and others, provides for taxation of building and loan 
associations and savings and loan associations and credit 
unions on the same basis as commercial banks. 

Utah: S. B. 94 introduced by Senator Memmott is an 
act relating to the dissemination by credit reporting sery 
ices of credit information. It provides credit subjects with 
the right to inspect credit files and to make statements for 
inclusion in credit reports, requiring notice to credit sub 
ject of dissemination, relieving credit subject of burden of 
proving malice in any subsequent action for defamation 
where this act is not complied with 

Nebraska: L. B. 462, introduced by Senator Munnelly 
requires persons or firms making credit or financial reports 
to verify information with the person whose status is being 
reported. Other bills introduced: L. A. 347 Credit Card 
Abuse and L. A. 549 Fair Employment Practices 

District of Columbia: S. 561, introduced by Senator 
Bible, is “A bill to amend the Act relating to the small 
claims and conciliation branch of the municipal court of 
the District of Columbia, and for other purposes.” 

Washington: S. B. 485, introduced by Senators Durkan 
Cooney, and Petrich, would make it a misdemeanor for 
issuing any untrue statement of a fact concerning the 
credit rating of any individual. Nor, shall there be in 
cluded any reference to the individual's race, color, creed 
age, or national origin. 

S. B. 445, introduced by Senators Durkan, Herrmann 
and Cooney, would prohibit the budget planning of a per 
son’s debts by anyone other than an attorney-at-law. 

Ohio: S. B. 212 is a bill “to prohibit obtaining of goods 
property, services, or credit with the consent of the person 
from whom obtained by false or fraudulent representation 
pretense or writing by use of credit cards issued to an 
other without the consent of the person to whom issued, ot 
which has expired, been cancelled, or revoked; and for 
that purpose to amend section 2907.21 of the Revised 
Code.” 

Connecticut: S. B. 591 would make debt pooling plans 
a practice of law. It would not exclude adjustment services 
of legitimate merchant-owned credit associations and othe1 
reputable agencies 


H. B. 3282 is a bill requiring the licensing of credit re 
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porting agencies and would also require opening reports 
to inspection by the subject or subjects of such re ports 

Texas: Rep. C. L. Sandahl introduced a bill to strengthe 
existing credit card legislation. It amends Sections 1, 2, 3 
and 4 of H. B. 356, Chapter 408, Acts of the 56th Legisla 
ture, 1959 by defining the term “credit card” and by mak 
ing it unlawful to obtain on attempt to obtain credit or 
goods, property or services by the unauthorized use of a 
credit card or use of a false, counterfeit or non-existent 
credit card, or by use of a credit card which has expired 
or been revoked. 

District of Columbia: Rep. Thomas Curtis introduced 
H. R. 4398 on February 16, a bill “To provide for the 
garnishment, execution, or trustee process of wages and 
salaries of civil officers and employees of the United 
States. The District of Columbia employees are included. 

Indiana: S. B. 332 would outlaw trading stamps, door 
prizes at certain women’s card parties and contests which 
require box tops to enter. The measure would make it a 
criminal offense for anyone to sell or offer for sale anything 
including an admission ticket, with the implied promise of 
a gift. 

Iowa: An anti-shoplifting bill passed by the House of 
Representatives and the Senate and sent to the Governor 
for signature would not violate citizens’ constitutional 
rights, according to a ruling by the state attorney gen 
eral’s office. The measure would permit merchants o1 
peace officers to stop and search a person suspected of 
shoplifting without risk of being sued for false arrest 

Arkansas: S. B. 190, introduced by M. F. Peterson, pro 
vides that trading stamps can be redeemed either in cash 
or merchandise. Unredeemed stamps after two years shall 
be paid into the state treasury by the issuing agent 

Indiana: Two bills aimed at stabilizing retail prices on 
merchandise were introduced into the Senate. One would 
prohibit the sale of merchandise at wholesale prices 
unless the goods sold are for the purpose of resale. The 
other would validate contracts between wholesalers and 
retailers setting minimum prices for trade-marked or trade 
name articles. 

Wisconsin: A bill to outlaw trading stamps was intro 
duced by Senator Howard W. Cameron 

Indiana: S. B. 159 would make it unlawful for banks 
ind loan company officials and employes to own a financial 
interest In an insurance agency 

Maine: Senator Norman S. Chase introduced a_ bill 
which would set maximum interest rates that small loan 
agencies may charge at 2 per cent, instead of 3, on the 
unpaid balance of loans under $150; 1% per cent instead 
of 24% for amounts between $150 and $300; and 1 per cent 
instead of 1's for amounts over $300. 

Maryland: Delegate Jerome Robinson of Baltimore ai 
nounced he would introduce in the legislature a bill to set 
in motion a broad legislative inquiry into financing costs 
imposed on borrowe rs by banks building associations, and 
mortgage firms 

Montana: A bill to lower interest rates on loans made 


by small loan companies was given initial approval in 


the Montana Senate Senator Walter Sagunskv said it 





would trim interest rates to “bring them to a_ sensible 
level.” His bill would reduce the maximum rate to 31.6 
per cent. 

Ohio: A bill to provide major revisions of the state small 
loan law was introduced by Rep. Jesse Yoder and Rep. 
Max Dennis. The measure would raise the loan ceiling 
from $1,000 to $2,500. Yoder said a new interest rate 
formula in the proposed legislation in general would lessen 
the total interest cost on smaller loans and raise it on 
larger loans 

Wyoming: A bill to regulate credit accident and health 
and life insurance was given initial approval by the Wvo 
ming Senate. Sponsor R. J]. Keelan said that because the 
lender, rather than the borrower, took out the policy he 
sometimes chose the company offering the highest rate be 
cause it made his commission greater. 

Montana: An opinion handed down by the Montana 
Supreme Court ruled unconstitutional the state’s 1947 fai: 
trade act, permitting manufacturers to establish minimum 
resale prices for their trade-marked products. In its unani- 
mous opinion, the Court held that the Montana fair trade 
act was “price-fixing legislation and in violation of the 
Montana constitution.” 

Rhode Island: A bill designed to stamp out fraud in the 
sale or advertisement of any merchandise was introduced 
by Senator Francis P. Smith. The measure would vest in 
the state attorney general sweeping power of enforcement 
When the attorney general believed a person was engaging 
in an unlawful practice under the bill, he could ask the 
Superior Court to issue an injunction or an order appoint 
ing a receiver or both. The Court could annul a chartei 
or revoke a certificate to do business in the state. Under 
the proposal’s receivership provisions, a person damaged 
as a result of the unlawful practices would be entitled to 
participate with general creditors in distribution of assets. 

Arkansas: A bill passed by the Senate, S. B. 53, and sent 
to the House would forbid retailers from using the term 
“wholesale” in their advertisements and would make it un 
lawful to misrepresent the ownership of a business for the 
purpose of a liquidation sale 

Colorado: Two new bills aimed at trading stamps were 
introduced by Rep. John Kane. Under one, a license fee 
would be required for each retail outlet and the trading 
stamp companies would have to post bonds with the state 


The other would outlaw trading stamps. 


Missouri: A bill to give merchants and their employes 
rights to detain suspected shoplifters was introduced by 
House Speaker Thomas D. Graham and Rep. R. J. King. 
Under the measure, merchants would be allowed to “detain 
persons in a reasonable manner and for a reasonable length 
of time.” Such detention would not constitute unlawful 
arrest nor render the merchant liable to criminal or civil 
action 

Maine: Rep. Cleveland P. Curtin introduced a_ bill 
which would impose a tax of 2 per cent on gross receipts 
of trading stamp companies 

Nevada: A bill pending in the legislature would create 
the office of state consumer counsel. The measure would 
create a state consumer advisory board to keep the gover 
nor and legislature advised of developments of interest to 
consumers 

Ohio: Rep. Ralph L. Humphrey and Rep. Harold Romer 
sponsored a bill which would outlaw the use of trading 
stamps by stores and set a penalty for violations at $100 
and 60 days in jail 

Florida: Two administrative rulings published by the 
Florida State Comptroller's office pertain to the state’s 
motor vehicle sales finance and retail instalment. sales 


acts. One 
ficial fees, insurance, and other benefits which Section 
520.07 permits to be included in retail instalment con 


wides that “charges for taxes, licenses, of 


tracts on motor vehicles, are to be included in such con 
tracts only when they can be supported in fact.” Two 
provides that “charges for official fees and insurance which 
Section 520.34 permits to be included in retail instalment 
contracts are to be included in such contracts only when 
they can be supported in fact 

Illinois: Bills to provide remedies for consumer credit 
abuses were introduced in the legislature by Rep. Abner 
Mikva with backing of Governor Kerner, Mayor Daly, 
AFL-CIO and the Chicago Association of Commerce. Pro 
posals provide: abolish wage assignments and in thei: 
place a continuing garnishment would be substituted to 
stand for 30 days; garnishment limited to 15 per cent of 
gross wages with a minimum exemption of $45 a week and 
maximum of $200; no wage garnishment judgment could 
be obtained without prosecution of a suit in the manner 
of other civil cases, which is now avoided by using a 
confession clause; and the seller would be allowed eithe: 
to repossess the item in default or sue for the balance 
of the price, but not both. If the goods are surrendered 
the seller would keep the goods and forget his other claims 
or return the goods and seek to collect the balance of the 
debt. 

Kansas: A bill to permit incorporation of industrial 
loan companies has been introduced in the Senate. The 
measure would enable the companies to make loans at 
interest rates lower than those charged by small loan 
companies. Interest rates would start at 24 per cent per 
month instead of 3 per cent. Senator John Murray said 
it followed a recommendation by Governor Anderson 

Maine: Senator Ralph Brooks introduced S 1263 to 
regulate the credit life, accident and health insurance 
field. The bill seeks to regulate the credit life and ac 
cident and health insurance sold under individual policies 
but would not affect group life, accident and health 
Rep. Kenneth A. Hughes sponsored a similar bill H. 1208 


Tennessee: A bill to regulate retail sales contracts othe: 
than those for motor vehicles was given final passage 
The measure provides that charges on conditional sales 
contracts may not exceed $10 per $100 per year if the 
principal balance is $500 or less. The rate of permissible 
charges declines for lower balances. 


Texas: A new small loan regulatory bill aimed at keep 
ing the industry in Texas hands was introduced by Rep 
R. H. Cory. Only corporations or other companies whose 
majority ownership is in Texas would be licensed under 
the measure. 


Arkansas: Governor Faubus signed into law a bill mak 
ing it unlawful to misrepresent the true nature of a 
business or to claim falsely to be selling at a wholesale 
price or to use misleading advertising in certain sales 

Act 122 of the laws of 1961) 


New York: S. 1. 145 would create a Consumer Protec 
tive Division in Albany, headed by a Commissioner 
which would conduct research, make analyses and studies 
advise the Governor, represent the Consumer before 
legislative and administrative bodies, and in general, work 
in the interests of consumer in the State in co operation 
with local, State, and Federal authorities 


\. I. 922 provides that upon repossession of merchandise 
sold under a conditional sales contract, if 50 per cent 
of the purchase price of the goods has been paid and 
the goods retaken, such retaking shall extinguish the 
obligation and relieve the buyer of the duty of paying 


the balance due 
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Credit Bureau Expands Services 
The Credit Bureau of Cook County, Chicago, Ilinois 
With the com 
bining of these two files, Chicago will have for the first 


purchased the Galloway Service recently 


time one of the most complete files in the city. The pet 
sonnel of Galloway Service will become a part of | the 
Credit Bureau staff with former officers of the company 
taking an active part in the combined operation. The 
Executive Vice President is Carl S$. Hobbet, who has been 
General Manager of the Credit Bureau for the past 10 
vears. Allan Galloway is Vice President in charge of sales 
promotion and Donald McCauley Vice President of the 


instalment division 


J. W. Dorhaver in New Position 

J. W. Dorhauer, formerly assistant vice president, Bank 
of St. Louis, St. Louis, Missouri, was elected vice president 
at the annual meeting of its board of directors. Mr. Dor 
hauer, who has headed the bank’s personal loan operation 
since 1953, has been associated with some phase of the 
personal loan and instalment credit business since 1925 
Active in civic and business circles, he was recently elected 
president of the Associated Retail Credit Men and Credit 
Bureau of St. Louis 


Discussion Leaders at Cleveland 

Shown below are the discussion group leaders at the 
annual meeting of District Five, NRCA held in Cleve 
land, Ohio, February 18-21, 1961. Front row, left. to 
right, are: Frank Kollmar, Alden’s, Chicago, Illinois 
William M. Smith Chicago 
Iinois; Harry Lepold, Kobacker Furniture Company 
Toledo, Ohio; and William H. Blake, National Retail 
Credit Association, St. Louis, Missouri. Back row, left to 
right, are: Fred Hachtel, Gimbels, Milwaukee, Wisconsin 
W. H. Wittwer, Wolff, Kulby & Hirsig, Madison, Wiscon 
sin; Clyde Kortz, Higbee ¢ ompany, leveland, Ohio: and 
Joseph Fowler, May Company, Cleveland, Ohio 

Also serving as discussion leaders, but not in’ pho 
tograph, were: Effie Jean Keller, Lakeside National Bank 
Chicago, Hlinois; Robert Rieder, Monroe Clinic, Monroe 
Wisconsin; William Sasser, Winkleman’s, Detroit, Mich 
gan and Keene Wolfe Michigan National Bank, Battle 
Creek, Michigan 


American Oil Company 


tH 
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Coming District Meetings 

District One (Connecticut, Maine, Massachusetts, New 
Hampshire, Rhode Island, Vermont, Provinces of Quebec, 
New Brunswick, Nova Scotia, and Prince Edward Island 
Canada) will hold its annual meeting at The Wentworth 
by the Sea, Portsmouth, New Hampshire, May 14, 15, and 
16, 1961. 

District Two (New Jersey and New York) will hold its 
annual meeting at The Concord Hotel, Kiamesha Lake, 
New York, April 14, 15, and 16, 1961. 

District Three (Cuba, Florida, Georgia, North Caro- 
lina, and South Carolina) and District Four (Alabama, 
Louisiana, Mississippi, Tennessee, and Bristol, Virginia) 
will hold a joint annual meeting at the Wade Hampton 
Hotel, Columbia, South Carolina, April 23, 24, 25, and 
26, 1961. 

District Six (Iowa, Minnesota, Nebraska, North Dakota 
South Dakota, Superior, Wisconsin, Fort William, Ontario 
and Manitoba, Canada) will hold its annual meeting at 
the Hotel Cornhusker, Lincoln, Nebraska, April 16, 17 
and 18, 1961. 

District Eight (Texas) will hold its annual meeting a 
the Raleigh Hotel, Waco, Texas, May 21, 22, and 23 
1961. 

District Nine (Colorado, New Mexico, Utah and Wyo 
ming) will hold its annual meeting at the Plains Hotel 
Cheyenne, Wyoming, April 14, 15, and 16, 1961 

District Ten (Alaska, Idaho, Montana, Oregon, Wash 
ington, Provinces of Alberta, British Columbia, and Sas 
katchewan, Canada) will hold its annual meeting at the 
Empress Hotel, Victoria, British Columbia, Canada, May 
14, 15, and 16, 1961. 


t 





Sterling S. Speake Credit Schools 
Credit schools will be conducted by M1 Spe ake in the 
following cities during the month of May 1961 
Kankakee, Illinois 
Minot, North Dakota 
Bismark, North Dakota 


If your city is interested in having Mr. Speake conduct 


Fond Du Lac, Wisconsin 
Wausau, Wisconsin 
Jacksonville, Illinois 


a professional streamlined credit school in your city 
please write the National Office for details and open dates 


—Positions Wanted— 


Crepitr MANacer, presently employed, wishes to re 
locate in the Miami, Florida area. Five years in credit 
field, four vears with present furniture firm. Married, age 
39 capable of handling entire credit operation Can 
furnish credit, character and employment references upon 
request. Box 4611, The Creprr Worip, 375 Jackson 
Avenue, St. Louis 30, Missouri 

EXPERIENCED BurEAU MANAGER. Prefers to locate in 
warm climate At present gets around with aid of walker 
ette or Came Can drive car Able to organize build 
membership and publish credit guide if desired. Will also 
consider leasing bureau with option to buy Box 4612 
The Creprr Worip, 375 Jackson Avenue, St. Louis 30 
Missouri 





Wesley C. Miller 


Wesley C. “Doc” Miller, 81, retired office manager at 
the Jack Daniel Distillery, Lynchburg, Tennessee, died 
March 2, 1961 at the Vanderbilt Hospital, Nashville, Ten 
nessee. Born in Fayette, Missouri, he moved to Nashville 
when he was a child. He was a graduate of the Webb 
School, Bell Buckle, Tennessee and the Cumberland Uni- 
versity Law School, Lebanon, Tennessee. He had been 
with the distillery about 20 years when he retired in 
1959. He was the oldest member of the Woodbine Metho 
dist Church, a 32nd degree Mason, Shriner and a member 
of the Eastern Star. He was a past president of the Rotary 
Club of Lynchburg, a long time member of the Nashville 
Retail Credit Association, the National Retail Credit Asso- 
ciation and attended many of our national conferences 
He was a member of the Elks Club and an honorary 
member of the Junior Order of American Mechanics. He 
is survived by his widow. a daughter, two sisters, two 
grandchildren, and three great-grandchildren to whom we 
extend our sincerest sympathy 


A. R. Peterman 


Arthur R. Peterman, 60, died March 18, 1961, in the 
Lutheran Hospital, Cleveland, Ohio. He had been associ- 
ated with the Cleveland Plain Dealer tor 41 vears before 
retiring in 1959. For the 26 years before his retirement 
he was Transient Advertising Manager for the Plain 
Dealer. After serving as a trustee for many years, he was 
elected president of the Credit Bureau of Cleveland. He 
served in that office for two terms. He had been chairman 
of the Newspapers and Publishers Group at the annual 
conferences of the NRCA and served as a director repre- 
senting District 5. He was also an honorary life member 
of the National Retail Credit Association. He was born 
in Cleveland and graduated at East High School. A mem 
ber of the Ohio National Guard he was long interested 
in sports and managed the Plain Dealer basketball team 
in an amateur league. The NRCA extends its deepest 
sympathy to his widow, a brother, a daughter, and two 
grandchildren who survive him. 


James D. Hays 

James D. Hays, 70, Executive Vice President and Gen 
eral Manager, Credit Bureau of Harrisburg, Harrisburg 
Pennsylvania, died February 26, 1961 as a result of a heart 
attack he suffered last New Year's day. Born in a log 
cabin in Walnut Bottom, Pennsylvania, he had been a 
resident of Harrisburg since 1910. A graduate of Carlisle 
Commercial College he assisted in organizing 42 credit 
bureaus and was the second president of the Associated 
Credit Bureaus of Pennsylvania. He was elected president 
of the Associated Credit Bureaus of America in 1942-1943. 
He was a member of the Quarter Century Club of the 
NRCA, and attended many of our annual conferences. 
We extend to his widow and all who survive him our sin 
cerest sympathy 


S. H. Womack Schools 


S. H. Womack’s “Customer Relations” Course has been 
scheduled in the tollowing cities for April and May 196] 


Omaha, Nebraska London, Ontario, Canada 
Kalamazoo, Michigan Cornwall, Ontario, Canada 
Battle Creek, Michigan Chicago, Hlinois 


Toronto, Ontario, Canada Blue Island, Illinois 


Chis course has received wide spread acclaim through 
out the United States and Canada. If your city is in- 
terested in having Mr. Womack at some future date 
contact the National Office 








FLY DELTA 
to the 
CONVENTIONS 
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International 
Consumer Credit Conference 
June 3-7, 1961 
ACB of A International Conference 
June 8-10, 1961 
MIAMI BEACH 


You fly the finest when you fly Delta, the 
air line that serves Miami with Convair 880 
and Douglas DC-8 Jets, from Chicago * 
Detroit * Cincinnati * Atlanta * Dallas 
Fort Worth. 


Also dependable Douglas four-engine 
flights from other principal cities. Call your 
nearest Delta office, or see your Travel 
Agent. 


ip 


DELTA 


the air line with the BIG JETS 
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U.S. BUYING HABITS CHANGING 
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ogo SERVICES 13 SERVICES 
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1948 1960 
BIG TREND IS TO SPENDING FOR SERVICES 


Source: Department of Con 


28 CREDIT WORLD April 1961 





Changes in Department Store Sales and Accounts Receivable 





Percentage change from 
Month 


120 


61 
63 
63 


lotal 
Cash 
Charge 
Instalment 


Sales during month 


end of month 
Charge 
Instalment 


Accounts receivable 





Collection Ratios and Percentage Distribution of Sales 





Jar Dec Jar 


January, 1961 
1961 1960 1960 


Collection ratios Charge accounts 
Instalment accounts 
distribution of sales 

Cash 

Charge 

Installment 


Percentage 











Collections during month percentage rwccounts receivable 


beginning of month 


at 


have 


Short- and Intermediate-Term Consumer Credit Outstanding 


Estimates, in millions of dollars 





Instalment credit, total 

Automobile paper 

Other consumer goods 
paper 

Repair and modernizat 
loans 

Personal loans 


Noninstalment credit 
total 


Single-payment loans 
Charge accounts 
Service credit 


lotal consumer credit 











station and miscellaneous 
h totaled $44 


service 
which 


outstanding on 
accounts 


amounts 
home-heating oil 


Includes 
credit-card 
million on January 


accounts and 
1, 1961 
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Consumer Instalment Credit, by 


Estimated amounts outstandin 


Holder and Type of Credit 


g. in millions of dollars 





Total 


Commer il banks* 

Sales finance companie 

Credit unions 

(Consumer finance 
companie 

Other financial institutions 

Retail outlets 


Automobile paper 


Commercial banks 

Sales finance companie 
Other financial inst 
\utomobile dealers 


tutions 


Other consumer goods paper 
Commercial banks* 

Sales finance companies 

Other financial! institutions 

Department stores* 

Furniture stores 

Household appliance 
stores 


Other retail outlets 


Repair and modernization 


loan 


Commer il banks 
Sales finance con panies 


Other financia 


linstitutions 


Personal loans 


Commercial banks 
Sales finance companies 


Other financial institutions 





Consumer Instalment Credit Extended and Repaid, and 
Changes in Credit Outstanding 


In millions of dollars 





Without seasonal 
ad justment 
Credit extended 
1961 
1960 


Credit repaid 
1961 Jan 


Seasonally ad justed* 
Credit extended 


Credit repaid 

38 1 yf 1,2 
156 1.156 ) 1.266 
359 1,116 l 1,225 
-asonally 


3,848 l 
Changes in outstanding credit 

ad justed 

103 148 ‘1 

$1 ; 44 














*Figures for January 1961 reflect a tran 

} 
Estimates of loans at credit unions an 
t ype of credit are included with fi 


Figures by type of retail outlet are shov 


of cre 
Includes mail-order houses 
‘The face amount of outstanding FHA 


is reported by the Federal 


which an estimated $1,594 million is for « 
it } 


th 
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ibout $1 billion from the mail order group 


Housing Administration to be $1.8 


fer of paper during the month of 
to commercial banks 
d consumer finance compani 


gures for other financial institutions 


wn below under the relevant 


litle I loans at the end of Ja 
million 


onsumer purposes and is includ 


1961 





Seasonally adjusted changes in outstandings derived by subtracting credit 
repaid from credit extended 


NOTE 


information from accounting records of retail outlets and financial institutions 


Estimates of instalment credit extended and repaid are based on 


and other charges covered by the instalment 


repurchases or resales of 


ind include finance, insurance 
Renewals and refinancing of loans 
nstalment paper, and certain other transactions may increase the amount 
of both credit extended and credit repaid without adding to the amount of 


contract 


credit outstanding 


Includes adjustment for difference 





Local Association Activities 


Lincoln, Nebraska 

Ihe 1960-1961 officers and directors of the Lincoln 
Retail Credit Men’s Association, Lincoln, Nebraska, are 
President, Donald Wright, National Bank of Commerce 
Vice President, Perry Miller, Collection Service Company 
and Secretary-Treasurer, R. E. Skold, The United Credit 
Bureau. Directors: Helen Kidder, Walt Music Store; Merk 
Clark, Gold & ¢ ompany Robert Ellis, Skvline Dairy; Ber 
nice Morris, Ben Simon & Sons: and Nelle Hudkins, Central 
Electric & Gas Company 


Savannah, Georgia 

At the annual meeting of the Merchants Credit As 
sociation, Savannah, Georgia, the following officers and 
directors were elected: President, Jerry Kilpatrick, Lesser’s 
Mens Quality Shop; Vice President, John Seyle, Savannah 
Bank & Trust Company; Treasurer, Clinton B. Gnann 
Morris Levy's; and Secretary, Murrey B. Weldon, Mei 
chants Credit Association Directors: John Lassiter 
Weltjen Insurance Agency; C. Roy Linzen, Friedman's 
Jewelers; Edward Brown, Georgia Supply Company; and 
Irene Ard, Ben’s Men and Bov’s Shop 


Bristol, Pennsylvania 

The 1960 officers and directors of the Retail Credit 
Managers Association, Bristol, Pennsylvania, are: President, 
Robert Murphy, Trenton Trust Company; Vice President, 
Leonard Snyder, First Federal Savings & Loan Associa 
tion; Treasurer, George E. Gardner, Meenan Oil Company 
and Secretary, Howard K. MacCorkle, Bucks County 
Credit & Collection Bureau. Directors: Carl W. Hodgert 
Bristol Printing Company; William Lord, Auto Boys De- 
partment Store; William Lee, King Finance Corporation 
Kenneth Brandau, Girard Investment Company; William 
DiBianca, Fidelity Philadelphia Trust Company; John D 
Browne Edward Kubichar, Union Suppl) 
Company; James Tippetts, Fidelity Philadelphia Trust 
Company; Jules Sussman, Lobel's Youth Center; and Peter 
Haywood, Girard Investment Company 


) 
Pomeroys 


Raymond, Washington 
The new officers of the Retail Credit Association of 
Pacific County, Raymond, Washington, are: President 
John L. Neilson, Jensen Furniture Company; Vice Presi 
dent, Robert Tyndell, The Toggerv; Secretary, R. D. Me 
Donald, Pacific County Credit Bureau; and Treasure 
Frieda E. McDonald, Pacific County Credit Bureau 


Tulsa, Oklahoma 


At the annual meeting of the Tulsa Retail Credit As 
sociation, Tulsa, Oklahoma, the following officers and di 
rectors were elected: President, Donald Dowell, Shannon 
Furniture Company; Vice Pre sident, Edward Fiser, Field 
Stationery; and Secretary-Treasurer, Anne Dartt, General 
Directors: W. A. Allen, Carnation 
Company; Don Bixler, First National Bank; Emmaworth 
Burros, Mavo Furniture; Colleen Dashan, First Banaridis 
Corporation; Julian Harris, Streets Department Store; K. P 
Haverfield, Hanna Lumber Company; O. V. Hinton, Public 


Finance ( ompany 


Service; William Holmes, Brown-Dunkin Company; Cath 
erme Jahns, Laubon Hardware Company Dean Jones 
Vanderver’s Dry Goods Company; Margaret Mayo, Woolf 
Brothers; Lucile McKinnell, Field's; Bill Rayson, Credit 
Bureau of Tulsa; W. L. Rolen, Oklahoma Natural Gas 
National Bank of Tulsa; and 
William Vance, Froug (¢ ompany 


Company; James Stone 


Fayetteville, North Carolina 
The new officers of the Fayetteville Credit Association 
Fayetteville, North Carolina, are: Richard Smith, Bryan 
Smith Oil ¢ ompany; First Vice President, Earl McLean, 
Corder-Vossler Company; Second Vice President, Kenneth 
Lewis, ¢ apitol Dx partment Store ind Secretary-Treasurer, 
Larry Clemente, Credit Bureau of Fayetteville 


New Orleans, Louisiana 
The 1961 officers and directors of the Retail Credit 
Association of New Orleans, New Orleans, Louisiana, are 
President, Cecil C. Ellish, Bank of Louisiana; First Vice 
President, Roy A. Grashoff, Globe Auto Finance Company 
Second Vice President, Emile Blum, Maison Blanche Com 
pany; Secretary, William F. Romair, D. H. Holmes Com 
pany and Treasurer, Hugh F. Shall, Godchaux’s. Dire« 
tors: Ronald Ruiz, D. H. Holmes Company; Richard 
Erickson, New Orleans Retailer's Credit Bureau; Joseph 
Cali, Maison Blanche Company; Herbert E. Murphy, New 
Orleans Public Service Company; Robert E. McCarthy, 
Vanguard Financ Robert G. Poche, Beach Brothers; 
Paul E. Ricks, Beach Brothers; Leo J. Rose, Jr D. H 
Holmes Company; W. F. Stolzenthaler, Esso Standard; 

ind John A. Brewer, Sears Roebuck Company 


Fort Smith, Arkansas 

At the annual meeting of the Retail Credit Association 
Fort Smith, Arkansas, the following officers and directors 
were elected: President, Jack Storey, Donoho and Son 
Vice President, Mrs. Wendell Johnson, Northside Build 
ing Supply Company; Treasurer, Gene Braum, First Na 
tional Bank; and Secretary, Hugo Seelbinder, Credit Bu 
reau of Fort Smith. Directors: Paul Freeman, S & Q 
Clothiers; George Westbrook, Merchants National Bank 
Wendell Chambers, Greiner Motor Company; Bab 
Cialone Auto Finance ( ompany A. ¢ Jaga rs, South 
western Be I] I le phone ( ompany Edna Short Kings 
Clothing Company; Mrs. Jessie Irvin, Holt-Krock Clinic 
ind Edward Carter, Tillis Inc 


Spartanburg, South Carolina 

The 1960 officers and directors of the Associated Credit 
Managers of Spartanburg, South Carolina, are: President 
Ray Denton, Olney Paint ¢ ompany, First Vice President 
Mrs. Eva Grant, Kosch and Gray Jewelers; Second Vice 
President, John Giles, Carolina Cash Company; Secretary 
George A. Stanley, Credit Bureau of Spartanburg and 
Treasurer, Donald Eaton, Citizens and Southern National 
Bank. Directors: William Burroughs, Citizens and South 
erns National Bank: Robert Handell, First Federal Savings 
ind Loan; and X. L. McMahan, Inman Federal Savings 
ind Loan 
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Hore Js a Sowice 
That Will Help You 


Letter-writing skill is demanded of today’s Manager of Credit Sales. Ability 
to produce attention-getting, action-impelling business letters is essential in 


these days of keen competition. 

Yet, very few Managers of Credit Sales have the time to devote to the 
preparation of letters that sell. This SERVICE will save you time and money. 
How to write better: 

. Credit Sales Letters... 

. Credit Acceptance and Declination Letters... 
. Collection Letters .. 

. Adjustment Letters... 


EFFECTIVE CREDIT AND 
COLLECTION LETTERS SERVICE 


Each month you receive a bulletin consisting of two pages of comments on letter-writing 
techniques and craftsmanship plus four original letters dealing with all possible credit and 


collection letter situations. 


These letters are usable just as they come, or with only slight adaptation, by all kinds of 
firms, large or small, doing a credit business. Punched for a standard ring binder, subscrib- 


ers can build up a letter reference library. 


Costs only $12.00 per year 


You will agree that even one new idea a month in creating more effective letter-writing 
approaches or refreshingly new selling appeals will more than pay the modest cost. 


You are cordially invited to subscribe to this valuable service of the National Retail Credit 
Association . . . it will pay you dividends. Fill out the coupon below and send it to the 
National Office today. 


MAIL THIS COUPON TODAY! 


NATIONAL RETAIL CREDIT ASSOCIATION 
375 Jackson Avenue, St. Louis 30, Missouri 








Please enter my subscription to “Effective Credit and Collection Letters” annual rate, $12.00. 


Name Firm name 
Firm address 
City Zone State 


Check enclosed Mail me a bill 





Opportunity Knocks Again! 


On June 1, 1961 you will have another opportunity to enroll in the 
National Retail Credit Association Group Life Insurance Plan. 


We will be happy to send you a brochure explaining the plan in full 
but here we would like to give you a few of the highlights. 


Here, for the first time, is a life insurance program 
tailored to meet the needs of our membership. 


Many NRCA members cannot qualify for group insur- 
ance except through the association plan which gives 
maximum protection at minimum cost. 


Simplified administration of accounts and claims make 
prompt claim payments possible. 


You owe it to yourself .. . 
You owe it to your family .. . 
to investigate NOW. 


REMEMBER . . . NEXT ENROLLMENT DATE JUNE 1, 1961 


Clip and Mail This Coupon National Retail Credit Association 


375 Jackson Avenue 
St. Lovis 30, Missouri 


»---- + Please send me without obligation details and an application 


form for the N.R.C.A. Group Life Insurance Plan. | am a 
member in the United States ( ) in Canada ( ). 


FOR COMPLETE INFORMATION 
AND AN APPLICATION FORM 


Name 


Address 


(Over $10 million of insurance in force. To date 24 


death claims have been paid) 





MR.EUGENE B.POWER 
UNIVERSITY MICROFILES 
313 NO.FIRST ST- 

ANN ARBOR, MICH. 


NOW THAT WE'VE REMINDED YOU, 


AN EARLY REMITTANCE 
WILL BE APPRECIATED. 
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(be YOUR CREDIT BE GOOD.. 
Someuew’/ 


C-55 Blue 
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\ 


and Green’ on White 


WON'T YOU PLEASE Seno REMITTANCE ? 


C-36 Blue and Yellow on White 


These stickers are shown 
actual size 


- g... BLANK 
and are printed 
on high gloss gummed paper. 


THAT WE MISS YOUR 
Write today for free sam- 


ple kit showing full line of a, 


Wad 


R-13 Black 


THIS INVITATION. 


stickers and inserts. 


and Effective Stickers 


THE PROMPTNESS With 
WHICH YOU HAVE Paid 
your CHARGA-PLATE® 
ACCOUNT 1S APPRECIATED. 
We hope you will use it 
REGULARLY ! 


FOR YOUR 
PATRONAGE 


R-9 Blue and Yellow on White 
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STATEMENT 


TO REMIND YOU... 


Gide yooer SHARE AGGOUNT 


ind Red on White 


“ PATRONAGE AND TO 
EXTEND THIS INVITATION: 


3* SIP ie your Cherga-Plete® Account 
R-10 Blue and Green on White 
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CHARGE ACCOUNT. if 


R-11 Blue on White 


YOUR CHARGE 
ACCOUNT IS 


R-12 Red and Green on White 


PRICES 
500 
1,000 


1.000 ( assorted in lots 
of 100 only) 


PATRONAGE AND TO EXTEND 


Postage is extra 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 JACKSON AVENUE 


ST. LOUIS 30, MO. 














